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SIX years ago New England Mutual added an 
important step to its training program for field- 
men...an intensive 10-day seminar at the 
Home Office. The Agency “coaching” staff has 
now held 15 of these courses with a total en- 
rollment of 329 men who were in their first year 
with the Company. To qualify, these new men 
first accomplished a specified production quota. 

Results indicate that carefully selected first- 
year men, who have had the advantage of this 
thorough instruction, enjoy much greater success 
in the business. Graduates are now achieving 
40% more production than the average fieldman 


A well-trained player, with good support, heads for “pay dirt” 


HELPING OUR AGENTS TO SCORE MORE OFTEN 


who has not as yet been brought into the Home 
Office for this training. 

The Company also holds courses for general 
agents, supervisors and advanced underwriters. 
For the latter group it offers highly specialized 
courses in estate analysis and business insurance, 
plus a comprehensive, up-to-the-minute working 
manual on pension trusts. 

New England Mutual’s experience proves the 
value of giving its entire field staff, “freshmen” 
and “seniors” alike, the benefit of a sustained 
coaching program designed to equip them for 
successful life insurance careers. 
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LIFE COMPANIES’ NEW 


INVESTMENTS THIS YEAR 





8 Month Acquisitions of all 
U.S. Life Insurance Companies (Jan.-Aug.) 














Something Ol 


}{ORACE GREELEY, noted editor and publicist 
of a growing America, was famed for his sage 
advice. His memory down the years ‘is fresh be- 
cause of his catching phrase—“Go West, young 
man, go West.” Less widely known but of per- 
haps more intimate value to more young men was 
his admonition to them on life insurance which 
The Spectator published in 1871: 


“Our countrymen plunge into business early in 
life. Many a one, whose means are moderate, is 
scarcely twenty-five, when a wife and child, are 
among the objects of his care. With a strong arm, 
an active brain, and a resolute will, he achieves a 
grand success. His income is considerable; in ten 
years, if nothing goes amiss, he will have made 
enough to place him henceforth beyond the reach 
of want. But suppose he were suddenly stricken 
down by disease, his property would hardly pay 
his liabilities, and his widow and infant must be 
thrown penniless upon a world with which they 
are unfitted to struggle. 


Life insurance is exactly calculated to meet 
this exigency. While prosperous and healthy, he 
can spare the small annual payment required to 
insure that $10,000 or at least $5,000, shall be 
due them directly after his death. 
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Life Insurance 


Ie accompanying graph indicates the 
total new investments made by life in- 
surance companies for the first eight 
months of 1950. The total investment 
figure for the eight month period stood at 
$7,235,000,000 at the end of August. This 
is $1,289,000,000 more than was invested 
in the corresponding period last year. 

The heavy home construction job prior 
to application of credit curbs is reflected 
in the mortgage investments made by the 
life companies, leading the list with $2,880,- 
000,000 purchased in the eight months. 

Corporate securities were next in bulk in 
the eight months’ purchases, accounting for 
$2,753,000,000 and bringing corporate 
security holdings of the life companies to 
$24,269,000,000. This is 39% of total 
assets of the life companies and represents 
a large contribution of capital funds to the 
national economy since the war's end. 

Government bonds of all types accounted 
for $1,093,000,000 of the new investments 
in the eight months, more than double the 
investment of this type made in the corre- 
sponding period of last year. 


Something i. 


OST noteworthy of the victors at the polls 
this November could be included Senator 
Robert A. Taft and Governor Thomas E. Dewey, 
Senator James H. Duff and Governor Earl Warren. 
That each of them along with nine presidents of 
the United States confirm the worth of life in- 
surance occasions no surprise. 

All are firm believers in the American way of 
life and the dignity of the individual. 

Senator Taft has advised that “life insurance 
is not only an economic benefit, but a socia] bene- 
fit.” Governor Dewey maintains that “life insur- 
ance bought from savings in a private company 
is the greatest asset an individual can have. It 
is today more than ever obvious,” he said, “that 
life insurance is essential to our free way of life 
as well as to the economic structure of America.” 

Governor Warren considers “insurance to be 
important to both the individual and our econ- 
omy.” He is a firm believer in its value to the 
man or family. Senator-elect Duff concludes that 
“life insurance must be an integral part of any 
well conceived plan for economic security of 
family or individual.” 

All great Americans are in accord in their 
counsel—“‘Buy life insurance. Be a good Ameri- 
can.” 
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Editor THE SPECTATOR 


| In Action 


F Ley pages of THE SPECTATOR—this issue—have many forthright 
analyses of the good that life insurance has accomplished in America. 
Business and professional men, the laborer, banker, and farmer, as well 
as the soldier, join with men who have been presidents of the United States 
since 1884. 

One and all, they testify that because of life insurance, America is a 
greater nation, independent and strong. Thinking leadership is in accord 
in their high appraisal of life insurance as a financial guardian of the weak 
and the needy. These men and women who herein present for all to read 
testimony of the worth of life insurance, largely based on their own ex- 
perience, are by such appreciation prompting thousands in the days and 
years to come to build a financial future which will not be interrupted by 
death, by sickness, by misadventure or by age. Admonition and precept 
brought personally or by tract have real influence but there is no motiva- 
tion so effective in the minds of men as the force of a good example. 

There is at the present time more than two hundred billion dollars of 
life insurance owned by American citizens. Perhaps eighty million, well 
beyond half our population have purchased this protection but no doubt 
75 per cent of the women and children of this country are guarded from 
the spector of hunger and want for months and for years—the children 
during the formative period of their lives and women at the peak of their 
sorrow and despair. 

The valiance of the pioneer producers who, in the 19th century, despite 
lack of strong finance and devoid of training in fundamentals, fought with 
missionary zeal to found an empire of trusteeship for the weak and the 
incapable, offers a gifted historian an opportunity unsurpassed to depict 
an epic of human endeavor in the story of the growth of life insurance. 
Into the story of life insurance can be written human chapters of sacrifice 
that has given to the nation leadership in every field of endeavor. There 
can be chapters that tell of years of suffering in the lack of love and truly 
a tribute which at its writing must pay to the man of life insurance who in 
home office and field have made it a potent factor of the growth of the 
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most effective financial protector of a free people, 
has advocates on every economic and social level. 
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“Thank you, Mother, 


but we'll stay here.. - 


















“When Dick took on the responsibility of a family, 
he meant it forever. I know your home is always open 
to us, and I’m more grateful than I can say. But we're 
still a family—the children and I. And this summary 
of Dick’s life insurance program shows that we still 
have a provider! I have extra money to take care of 
immediate bills. A modest, but adequate check will 
come each month until the children are grown. . . 
then a smaller income when I've only myself to look 
after. The mortgage is to be wiped out immediately . . . 
and there’s money for the children’s college. 

It’s wonderful what life insurance can do, when 

a husband is as thoughtful and unselfish as Dick.” 





ATNA LIFE INSURANCE COMPANY 
HARTFORD 15, fe) CONNECTICUT 
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RADUATION from college is well-named “Com- 

mencement,” for it is only the beginning of our 
more mature education. The oft-expressed idea that 
one is too old to learn is utter nonsense. Experience 
contradicts this fallacy, as evidenced by the great 
number of older people taking educational courses in 
schools and universities. It would be more correct 
to say that many older people have not had the oppor- 
tunity to continue their schooling in later years. How- 
ever, greater opportunities have now been made avail- 
able to them, which when pursued fills their lives with 
new meaning and deeper comprehension. There is 
no sharp line of demarcation—no critical age-line 
beyond which our educational capacities cease. We 
have far greater capacity for learning than we even- 
tually use. Most people stop learning and expanding 
their horizons of thought, at an age far too young 
for any such finality. 

Recently while visiting the Public Library at White 
Plains, N. Y., my eye caught a very interesting sign 
which said, “Culture without College.” Upon inquiry 
I found that if you wish to broaden your grasp of 
one or more cultural or scientific subjects, the Readers 
Adviser will guide you and prescribe definite readings 
to attain that end. Thus there is a concentrated short- 
cut to learning and a man can “go back to school” 
without the drudgery experienced in early youth. He 
can acquire an education in subjects that interest him 
and tailor-made to fit his personal requirements. Sys- 
tematic reading of selected subjects holds his inter- 
ests when pursing this “invitation to learning.” No 
stuffy classrooms, no running to school, no scheduled 
hours of attendance. Simply come to the library for 
guidance and consultation. There are no entrance ex- 
aminations—no requirements, no tuition fees—just 
pursue the recommended reading leisurely at home and 
at a pace satisfactory to you. What could be finer? 
Education like charity should begin at- home—and 
continue there. 

Living in the present doesn’t make a man modern. 
His body may be in the 20th Century but his mind 
in the 18th Century. A sort of dislocation of mind 
and body. He alone is modern, who is fully conscious 
of the present and all it has to offer in terms of 
enlightenment and culture. Our education must be 
amended, enlarged and repaired as life goes on and 
new concepts brought forward. It is like putting new 
steam in an old boiler. Thus it becomes revitalized. 
A restless desire to see a bit further into the nature 
of things is the basis of self-education. For life 
becomes a petty thing unless we are moved by an 


You Are Younger Than You Think 


indomitable urge to extend its boundaries. The gap 
between what we know and what we should know is 
becoming greater and greater, wider and deeper. We 
cannot afford to put any brakes on intellectual adven- 
ture. We must pursue it with appetizing expectation. 

America is a land of waves. We have waves of de- 
pression, later followed by waves of prosperity. We 
have crime waves, then waves of investigation. What 
we need most urgently is a wave of adult education. 
For many people, it will be getting that which was 
deprived them earlier in life. Thus by their own 
initiative they would be offsetting the defects imposed 
on them by adversity. The pursuit of adult education 
means that one is going back to school—not back to 
childhood—but onward to an enriched maturity Thus 
the common man exercises his right to be an uncom- 
mon man. For he will be spending some material 
effort in directions other than making a living. The 
basic aim of most people can be reduced to a common 
denominator—making money. To be sure in this very 
practical world of struggle and rugged competition 
we must spend a great deal of our time making a 
living but in so doing we must realize that making 
a life is more important than making a living. Thus 
a material part of our leisure should be diverted to 
“Culture without College.” No one can afford to miss 
it, for an uncultivated mind like an uncultivated field 
soon becomes the home of weeds. Our constructive 
acts, like self-education, produce in us a sort of spiri- 
tual refreshment. It is a self-renewal, and as long as 
we are capable of that phenomenon—there is hope. 

In middle life, education does not require a foot- 
ball field, a fine campus, mass cheering or a student 
life with tiresome examinations. In contrast, many 
universities, schools and public libraries are privately 
directing the adult education of our people. We are 
making the finest culture available to the most humble 
worker. In our short span of life many people die 
before they have begun to think and reflect. A life of 
greater age should mean a life of greater maturity. 
It is the individual’s desire, and not his age, that 
sets the final limit. 

Don’t listen to the pessimistic idea that you are 
“too old to learn.” There are many learned men 
whose wisdom was acquired long after school-days. 
Age has nothing to do with it. Whenever you suspect 
that you are too old to learn inform yourself with an 
assuring finality that you are younger than you think, 
with emphasis on YOU. Deeply inscribed on every- 
one’s mind should be the stimulating adage, “Thyself 
must make Thyself.” 
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THROUGH SEVEN DECADES 


PRESIDENT HARRY TRUMAN 


| AM now, and I always have been, a believer 


in life insurance. I have tried to carry out that 
belief in practice. Besides Government War 
Risk Insurance, which I obtained in the First 
World War, I have policies in several old-line 
companies. 

Even a poor man can build up an estate with 
life insurance. When he does create such an 
estate, he can feel real satisfaction in knowing 


that his family is protected if anything happens. 
i. aw 
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NINE PRESIDENTS DEGLARE AN 


ALLEGIANCE TO LIFE INSURANCE 
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HERBERT HOOVER 





© Harris & Ewing 


Insurance offers men and women an oppor- 
tunity to pool the financial effects of chance mis- 
fortunes, and is also a good medium for saving 
and investment. The wide distribution of in- 
surance in this country is an invaluable factor 
in our daily life and is, I believe, one of the 


finest results of our national development. 


Halertibos. 





FRANKLIN D. ROOSEVELT 





The advantages of life insurance, manifest 
every day in every community, cannot be dis- 
counted. This form of insurance is part of our 
modern life. To carry adequate life insurance 
is a moral obligation incumbent upon the great 


majority of citizens. 


tea hhen Mamie 


Nive presidents of the United States starting with 
Grover Cleveland back in 1885 have endorsed the institution 


of life insurance in statements prepared for The Spectator. 


Testimonials by the chief executives of our nation are 


examples of the stature that life insurance possesses and 


its importance in our American way of life. 
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GROVER CLEVELAND 
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WILLIAM HOWARD TAFT 
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PRESIDENT GROVER CLEVELAND (1885-1889—1893-1897) 


Get a policy, and then hold on 
to it. It means self respect. It 
means that nobody will have to 
put something in a hat for you 
or your dependent ones if you 
should be snatched away from 
them. 


Bion ostons 


PRESIDENT THEODORE ROOSEVELT (1901-1909) 


Life insurance increases the 
stability of the business world, 
raises its moral tone and puts a 
premium upon those habits of 
thrift and saving which are so 
essential to the welfare of the 
people as a body. 


Phaetiett KMewvt& 


PRESIDENT WILLIAM H. TAFT (1909-1913) 


A man in office, without means, 
must abandon the hope of mak- 
ing the future of his family 
luxuriously comfortable. All a 
man can do under existing cir- 
cumstances to safeguard his 
family is to get his life insured. 


ON AA 











PRESIDENT CALVIN COOLIDGE (1923-1929) 


There is no argument against 
the taking of life insurance. It is 
established that the protection of 
one’s family, or those near to 
him, is the one thing most to be 
desired, and there is no medium 
of protection that is better than 
life insurance. Our government 
has given close attention to the 
insurance companies, and they 
are on so sure a foundation that 
it is in substance a guaranty 
method of our people. 
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PRESIDENT WOODROW WILSON (1913-1921) 


If a man does not provide for 
his children, if he does not pro- 
vide for all those dependent upon 
him, and if he has not that vision 
of conditions to come, and that 
care for the days that have not 
yet dawned, which we sum up in 
the whole idea of thrift and sav- 
ing then he has not opened his 
eyes to any adequate conception 
of human life. We are in this 
world to provide not only for 
ourselves, but for others, and 
that is the basis of economy. we yo 


Ate HA: WOODROW WILSON 





PRESIDENT WARREN G. HARDING (1921-1923) 


Perhaps I shall best express 
my opinion of the value of life 
insurance when I tell you that I 
took out my first policy as a 
youth of nineteen. I have found 
policies a pretty heavy burden 
upon my resources at times, espe- 
cially in my earlier years, but I 
have always found them to be 
very comforting possessions and, 
if I had my life to live over again, 
I would seek to take more rather 
than less. 


, oo © Harris & Ewing 
j " WARREN G. HARDING 
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Life Insurance and 


A Particular Editorial 


By JOSEPH M. McCARTHY 
Managing Editor, THE SPECTATOR 





. « » from the cluttered shop to the big plant 


14—THE SPECTATOR, November, 1950 











N the cluttered office of a weekly 
] newspaper serving the residenis 

of a county in the Iowa farm belt, 
the editor prepared a certain editorial. 
Sometimes that proved to be a task. 
A one-man newspaper staff doubling 
as linotype operator and printer, by 
necessity holds off the creative stuff 
until the deadline—and then before 
batting out the words on the old office 
typewriter there is that oftentimes 
painstaking search for a theme. 

The subject chosen on this occasion 
required the usual amount of com- 
position effort but the inspiration was 
built up over a long period of time. 
In his usual 300-words the editor was 
writing on the significance of life in- 
surance. 


He Noticed Values 


To this small-town editor the values 
of life insurance rarely escaped his 
notice in his years of publishing the 
well-read and well-respected weekly. 
Numbered among his best friends 
were the life insurance agents of the 
community. Perhaps more than most 
people, he was aware of the overall 
good these men accomplished in 
making known to businessman and 
farmer, the doctrine of life insurance 
protection. 

As business editor of the news- 
paper, he knew of the life insurance 
companies’ investments in the busi- 
ness enterprises of the community— 
how commercial mortgage loans from 
the companies had benefited the small 
businessman and how medium-sized 
concerns were being aided by bond 
issues. 

In his capacity as farm editor he 
had taken account of how the farmers 
in “America’s breadbasket” looked 
upon life insurance and how it fitted 
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their personal and business needs— 
protected the mortgage on the prop- 
erty that meant their livelihood— 
served to educate their children— 
helped meet retirement and tax needs. 


There were individual cases in the 
past, all illustrative of the general 
points brought out in the editorial. 
The documentary evidence, clipped 
out from the pages of the newspaper, 
could tell a much more detailed story 
but they were serving as the basis for 
an excellent summary. 


How It Has Grown! 


Going back to the time when he 
was a young man, the editor noted 
that years ago the average amount of 
life insurance on the family was less 
than $1,500 and in the space of about 
three decades it had risen to close to 
$5,000 per family. This was a build- 
up for the information that last year, 
214 billion dollars represented the 
total amount of insurance on the lives 
of close to 80 million people. 

After looking over the first para- 
graph, well-fortified with impressive 
statistics, the editor thought for a 
moment — readers might get the 
wrong notion—that everybody and 
his neighbor are heavily insured. He 
reminded his subscribers of the con- 
tinual decrease in the purchasing 
power of the dollar making it impera- 
tive for the thrifty to put as much 





money as they can into life insurance, 
thus safeguarding against inflation- 
ary trends of the present and of the 
future. 


The Lax and Indifferent 


Then he lashed out, as sometimes 
only editors can, against the unpro- 
tected—men with family responsibili- 
ties who had let their policy lapse— 
waited too long to take out a policy— 
and then couldn’t pass the physical. 

He cited the fellow who “didn’t 


need insurance.” His money was all 
(Concluded on following page) 





GROUP COVERAGE DOUBLED IN 
FOUR YEAR SPAN 


Washington (D.C.) Times Herald 


LIFE POLICIES UP 39% 


—New York Daily News 


LIFE INSURANCE BENEFITS 
INCREASE 158 MILLION 


—Louisville (Ky.) Courier-Journal 


LIFE FIRMS INVEST 2 BILLION 


—San Francisco Call-Bulletin 


POLICY DIVIDENDS NEAR 5 BILLION 
FOR TEN YEARS 


—Hazard (Ky.) Herald 


EMPLOYMENT IN LIFE INSURANCE 
BUSINESS REACHES PEAK MARK 


—Sioux City (Iowa) Journal 


LIFE INSURANCE HITS ALL-TIME 
HIGH IN PENNSYLVANIA 


—Lancaster (Pa.) New Era 


LIFE INSURANCE TERMED MAJOR 
FACTOR IN ECONOMY 


—Chicago Tribune 


INSURANCE REALTY UP 
BY $261,000,000 


—New York Times 


PERSONAL HOPES FOR SECURITY GIVE 
LIFE INSURANCE BIG YEAR 


—Newport News (Va.) Times-Herald 


THE SPECTATOR, November, 1950—I5 











THE EDITOR 


(Concluded from preceding page) 


tied up in various investments. This 
fellow is no longer a member of the 
community but his widow and chil- 
dren are—they’re finding the going 
rough because the investment savings 
did not go very far and there are no 
life insurance payments coming into 
the home. 

According to this editor, who was 
proud of the way his community was 
thriving, a continuing chain of pros- 
perity cannot be expected unless those 
who now contribute to that prosperity 
are also contributing to the security 
of family and self. This is accom- 
plished through life insurance. 


The Panacea Doesn't Work 


He went on to write that nowadays 
too many people have the attitude of 
dependence upon others—or upon the 
government—for future security. In- 
dividual initiative, in some cases, has 
been lost in the shuffle for the “good 
things” that are being parceled out. 
In the long run, explained the edi- 
torial, one doesn’t get something for 
nothing—somewhere down the line 
payments have to be made. The indi- 

















4 THE NATION'S LIFE INSURANCE BUDGET 


SURANCE PREMIUMS TO NATIONA NCOME 






vidual who stands on his own two 
feet, plans his own program for the 
future—he’s still the sold citizen of 
the community. 


To our way of thinking, this county 
editor is symbolic of newspaper men 
throughout the country who, by word 
and example, have been enthusiastic 
endorsers of life insurance and its 
vital role in the community. All over 
the country last year, similar refer- 
ences to the values of life insurance 
were read by subscribers to the na- 





. . » life insurance is vital to Main Street 
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tion’s newspapers. Nothing was wril- 
ten that in some manner had not been 
said before, but then, is anything in- 
trinsically brand new? The press re- 
affirms its enthusiastic approval of a 
national product that has done and 
continues to do its lion’s share in the 


building of our American system. 
Life insurance merits this attention. 











Assuring More Than 


ONE BILLION 
DOLLARS 


OF 
FINANCIAL 
SECURITY 


Serving Policyholders 
from Coast to Coast 


BANKERS Life COMPANY 


Established 1879 
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r was a perfect day for Thanksgiving. 
| The frost was on the pumpkin, the last 
flights of ducks were headed South and, 
although the outer world was troubled, 
there was serenity therein the countryside. 


Tom Weston stood by his mailbox, 
smoking his pipe, now and then glancing 
down the road in the direction of the vil- 
lage. He wondered whether or not the old 
village taxi would roll by before his wife 
called him in for Thanksgiving dinner. He 
had watched for it every Thanksgiving 
since Mr. Peters died, and every Thanks- 
giving it had passed, carrying the Peters 
tamily back to the old homestead. While 
he waited, Tom’s thoughts turned back 
to the year Mr. Peters died. 





... but there was a special warmth in Tom Weston'’s heart 


That was the year everybody wondered 
how Mrs. Peters would manage. She would 
sell their small grain and feed business, 
some people said, but that wouldn’t take 
care of her for very long. She might have 
some savings, others said, but theycouldn’t 
be too large because Mr. Peters had al- 
ways made friends faster than he made 
dollars. Or she could sell the little old 
house up the road—and leave behind the 
happy memories that lived in every room. 


Tom Weston recalled how he had smiled 
to himself while all this speculation was 
going on. He knew that Mr. Peters’ easy- 
going nature had had its determined side. 
He knew, because as New York Life agent, 
he had helped Mr. Peters plan his insur- 





ance for the future—an.easy-going future 
if he lived and a safe and.sure future for 


Mrs. Peters if he died. 


Tom’s thoughts were interrupted by the 
taxi and by the happy greetings of its 
occupants as they drove*along the road. 
He grinned and waved to them. Yes, Mrs. 
Peters was still the center of the family, 
the little old house was still the place where 
the family gathered on Thanksgiving. 


Tom Weston wore a big smile as he 
went into his house. Now he was ready for 
Thanksgiving dinner. 


NEW YORK LIFE INSURANCE COMPANY 
51 Madison Avenue, New York 10, N. Y. 





Naturally, names used in this story are fictitious 
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WINSTON CHURCHILL — ELEANOR ROOSEVELT — ALBEN W. BARKLE) 





© Harris & Ewing 





© Harris & Ewing 


New York, N. Y. 
Epitor, THE SPECTATOR: 
I heartily approve the custom of protecting the family 
by securing life insurance. It serves a very important 
role in the preservation of the home. 


Mrs. Eleanor Roosevelt 
U. S. Delegate, U. N. General Assembly 
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WOULD like to write the word ‘insure’ over the 

door of every cottage and upon the blotting book 
of every public man, because I am convinced that 
for sacrifices which are inconceivably small, families 
can be secured against catastrophies which otherwise 
would smash them up forever. 

It is our duty to arrest the ghastly waste, not 
merely of human happiness, but of national health and 
strength which follows when, through the death of the 
breadwinner, the frail boat in which the fortunes of 
the family are embarked, founders, and the women 
and children are left to struggle helplessly on the 
dark waters of a friendless world. 


Winston Churchill 





© Harris & Ewing 


We all desire security. When Benjamin Franklin 
helped organize the first fire insurance company in 
1752, they were looking for security, security against 
loss by destructive fire. Every fire insurance company 
in America is organized on the basis of security. Every 
life insurance company is based upon desire for 
security. Security from wrong, security from the dis- 
advantages of dependent old age, security from the 
fact that the time may come—work as we may and 
save as we can—when we may not be able to lay aside, 
either for ourselves or for those who are dependent 
upon us. So life insurance has become one of the 
great institutions, not only of America but of the 
world. 


Alben W. Barkley 
Vice President of the United States 








| 
| 








Epiro 

Sec 
first b 
has b 
Insuré 
lor bi 

In 
depen 
ance 
hazare 
make 
sta bili 
nize 


who Cc 


Yo A Valuable product=-LIFE INSURANCE -so agree 


U. S. Cabinet Officers 


DEFENSE SECRETARY MARSHALL 





Epiror, THE SPECTATOR: 


The American life insurance policy is a great stabil- 
izing influence in the economic and social life of our 
nation. As a factor in maintaining confidence during a 
period when the security of our institutions is in- 
creasingly dependent on the good faith and the in- 
dividual efforts of our citizens, life insurance is an 
outstanding contribution to human welfare. 


George C. Marshall 


Secretary of Defense 
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| Lprron, THE SPECTATOR: 

| Security has been a goal of life since primitive man 
first banded together against his common enemies. It 
has been a motivating force behind every civilization. 
Insurance of various types is one of the instruments 
lor building security. 

In agriculture, where man’s livelihood is so wholly 
dependent on the shims of the elements, a crop insur- 
ance program has been devised to help meet weather 
hazards for many of our fields crops. Farmers also 
make use of many other forms of insurance to lend 
stability to their daily lives. And, because they recog- 
nize that such stability must be provided for those 
who come after them, they provide against their de- 
cease or loss of earning power with insurance. 

\ civilized community cannot help but recognize 
insurance as a keystone to security. It has been a boon 





to our people. Each of us daily has need of its benefits. 
Charles F. Brannan © Harris & Ewing 


Secretary of Agriculture AGRICULTURE SECRETARY BRANNAN 
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LABOR SECRETARY TOBIN 


Washington, D. C. 
IpIToR, THE SPECTATOR: Ex 


Man’s and woman’s best friend in the investment 
world is a life insurance policy. Payment of the very 





first annual premium instantly creates in basis an os 
estate worth anywhere from twenty to fifty times the aan 
amount of the premium, scaled according to the age 
of the policyholder; and the protection so given to 
the family of the insured is often worth, in turn, several ma 
times the face amount of the policy. lov 
Earnest and reliable life insurance agents the coun- be 
try over do a great service for their fellowmen and tr 
for the economic stability of our nation, in leading It 
the greatest possible number of our citizens to buy adi 
life insurance polivies as a supplement to the protec- life 
tion now afforded by the Social Security system. cul 
ib a itis Maurice J. Tobin rm 
U. S. Secretary of Labor mo 
the 
enc 





Washington, D. C. 


Eprror, THE SPECTATOR: 

I have always been a strong advocate of life insur- 
ance. 

Billions of dollars are spent each year at hospitals, 
sanitariums, medical research centers, etc., in the 
interest of saving lives and prolonging lives. Who 
pays the bills? What steps are taken to provide for 
the living ones left behind where lives can not be 
saved? 

By personal experience I learned, through hind- 
sight, that there is no substitute for life insurance. If 
these few words could aid in giving people a clear 
concept of what life insurance means to them, I feel 
that I would have contributed something to the wel- 
fare of my country. 





Jesse M. Donaldson © Harris & Ewing 


Postmaster General POSTMASTER GENERAL DONALDSON 
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ATTORNEY GENERAL McGRATH 


Washington, D. C. 
EpiTorR, THE SPECTATOR: 


It is, in my opinion, eminently fitting that we should 
pause now and then to consider briefly the tremendous 
importance of life insurance to our social and eco- 


nomic well-being. 


The development of an institution through which a 
man may be assured that his plans and hopes for his 
loved ones will despite unforeseen and untoward events 
be realized, marked an epochal step in the long and 
struggling evolution from prehistoric individuality. 
It is not too much to assert that we as a nation have 
advanced furthest in the march of civilization because 
life insurance plays so important a part in our cal- 
culations. 





Economically, the huge sums disbursed annually 
through the medium of life insurance constitute a 
most important contribution to our stability. 


As one who, since childhood, has heard glowingly of 
the blessings of life insurance. I am very happy to 
endorse it wholeheartedly. 


J. Howard McGrath 





Attorney General 


Washingiuon, D. C. 


KpiTroR, THE SPECTATOR: 

“One of the outstanding economic trends of the past 
half century is the progressive increase of funds in- 
vested in life insurance. In 1900 the equity of Ameri- 
can policyholders was less than $2 billion. In mid- 
1948 the amount was above $50 billion. The signifi- 
cance of these figures is that the rate of increase is 
much higher’ than the rate of population growth and 
the rate of national income growth during the period. 
In addition, the proportion of life insurance funds to 
other investments also increased. 

“The benefits of life insurance are too well-known to 
need enumeration. In essence, life insurance is a shin- 
ing example of the democratic principle of one for all 
and all for one. By pooling their investments, thou- 
sands upon thousands of persons provide for them- 
selves and their families financial security that they 
would not ordinarily be able to win unaided.” 





3 
© Harrls & Ewing Charles Sawyer 
COMMERCE SECRETARY SAWYER Secretary of Commerce 
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Washington, D. C. 
Lorror, THE SPECTATOR: 

| welcome this opportunity to express my belief in 
the value of life insurance as a means of protection for 
the individual family and a vital contributing factor 
to economic stability in the nation. 

We in the Department of the Interior are charged 
with the conservation and sound development of the 
nation’s precious reserves of natural resources. We 
are deeply concerned that the United States will always 
have the basic supplies of fertile land, energy resources 
and raw materials that it needs to assure the continued 
welfare of our people. 

In this effort, we never lose sight of the fact that 
the national welfare depends fundamentally upon the 
strength and security of the American family. We 
have consistently recognized the great contribution 
that a sound life insurance program makes in attaining 
this end. Since life insurance offers a prime means 
for the American family to provide for its own se- 
curity and safety, it is a great national asset in guar- 
antying the prosperity and growth of our country. 


Oscar L. Chapman 


Secretary of the Interior 
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TREASURY SECRETARY SNYDER 


Washington, D. C. 
L:prror, THE SPECTATOR: 

Every day in the year I am brought face to faee 
with the need for wise saving, both in the offices of 
the Government and in the homes of every American 
citizen. Saving has a twofold purpose in prosperous 
times such as the country is enjoying today. First, it 
helps hold down inflationary pressures by cutting down 
spending at a time when spending funds are larger 
than the goods and services which can be bought at 
current prices. Second, it enables each of us to make 
wise provision for the future, no matter what hazards 
the future may bring. 


A plan for regular saving should be the first step 
in the financial program of every American family. 
Life insurance is one of the fundamental American 
institutions which make it possible for families in this 
country to save regularly, to save wisely, and to build 


up funds for later use in time of needs. 


oo John W. Snyder 


Secretary of the Treasury 





INTERIOR SECRETARY CHAPMAN 
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“WE MUST TAKE ACTION...” 





William Montgomery 


President 


Acacia Mutual Life Insurar 


Washington, D.C. 









i ddress 
an rom an @ 
— + = Beller Jubilee Banquet, 
Mayflower Hotel, Wash 
September g, I 


ington, 


950 


\i Communism Prevails 


Life Insurance Rails 


ice Company 


delivered at Acacia Mutual's 


— William Montgomery — 


Copies of Mr. Montgomery’s 
fighting appeal to the Insur- 
ance Industry of the United 
States for concerted action 
against the insidious danger 








of Communism are avail- 
able. For your copy of this 
plan for positive action, 
please write: 


Mr. Samuel E. Mooers, 
Field Vice President, 
Acacia Mutual Life Insurance Company, 
Washington 1, D. C. 












EXTRACTS FROM MR. MONTGOMERY’S APPEAL 


* * * “If Communism prevails, life insurance fails. 
Therefore, in self-preservation, these millions of people 
should sign a real petition for peace—a free peace for 
all peoples—a petition that is non-controversial—that 
cannot be assailed from any standpoint, religion, pol- 
ities, economics or otherwise. Such a petition, in my 
opinion, would do more than any act of Congress to 
show to the world that this land is united for peace 
and democracy.” 


* * * “If Communism should prevail the first thing 
the Communists would do would be to destroy the 
family as a unit ... because by destroying the family 
they destroy the basis of a free life . . . the first busi- 
ness they would destroy would be life insurance! They 
would liquidate the assets of the companies . . . wipe 
out the dollars that belong to the policyholders .. . 
cancel all insurance in force . . . make everyone de- 
pendent upon the state for security!” 


ACACIA MUTUAL LIFE 


HOME OFFICE, 


WASHINGTON, 


* * * “We must take action to counteract the effects 
of this petition (Stockholm Resolution) and any others 
like it. The life insurance companies have, in my 
opinion, both the opportunity and the duty to lead and 
inspire a crusade to offset this movement. The legal 
reserve life insurance companies alone have ready 
access to more than 80 million policyholders through- 
out the land. To most of these people life insurance 
is their most treasured possession because they have 
had to sacrifice to maintain and continue it and to 
many of them it is about all they have to leave their 
families.” 

* * * “I propose to take this matter up with the 
presidents of other life insurance companies and I hope 
to get them to form a committee that will draw up a 
petition along the lines I have outlined tonight, which 
can be sent to all the life insurance policyholders in 
the land.” 


INSURANCE COMPANY 


D.C. 
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WASHINGTON NEWS CORRESPONDENTS 
REPORT ON LIFE INSURANCE 


_— fact that your typical newspaperman is a decent, hard-working, and fore-sighted 

citizen is borne out by the views on insurance expressed below by a quartet of top-level 
newsgatherers in the nation’s capital. For years, playwrights maintained the libelous fic- 
tion that America’s gentlemen of the press were a lot of irresponsible rakes whose abused 
wives and neglected children were left to starve when alcoholism finally removed the 
breadwinners.. Actually, the average reporter, correspondent, or editor of today is an 
alert and sober citizen who is keenly interested in obtaining the benefits of insurance for 
himself and for his family. Here, for example, are the collected views of four typical 


Washington correspondents: 


RADFORD E. MOBLEY, JR.., 
president of the National Press 
Club, has been a Washington 
correspondent since 1927. His 
three attractive daughters — 
Kuulei (meaning “welcome, lit- 
tle stranger”), Patricia Ann, and 
Kate — are as well known to 
wives and members of Capital 
newspapermen as Mr. Mobley’s 
by-line is to readers of the Miami 
Herald and other John S. Knight 
newspapers (Chicago Daily News. 
Akron Beacon Journal, Detroit 
Free Press). Mr. Mobley is a 
native of Eutaw, Alabama, and 
a graduate of the University of 
Alabama. : 


669 IFE insurance is basic to any- 
one who wants to provide ade- 
quate protection for his family. No 
other means of investment provides 
an immediate estate with the payment 
of only one premium—an estate that 
grows with the passing of time. 
“A planned insurance program is 
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of vital importance to anyone spend- 
ing his life in a journalistic career. 
Its uncertainties, frequent moves, 
traveling, and many other factors 
combine to make life insurance the 
safest and easiest method for report- 
ers and correspondents to provide for 
their families and themselves. 

“I can say, without equivocation, 
that any young man or woman enter- 
ing the newspaper profession should 
look to life insurance as the first step 
in estate-building.” 


GEORGE CULLEN, a member 
of the Board of Editors of the 
Bureau of National Affairs, Inc., 
is considered by many corre- 
spondents to be the best inform- 
ed and most reliable of all Wash- 
ington correspondents covering 
business and financial news in 
the nation’s capital. A native of 
Jersey City, N. J., Mr. Cullen 
earned his reputation for accur- 


acy and reliability in Rochester, 
N. Y., and later in Albany and 
Washington while on the staff 
of the Associated Press. 


669 IFE insurance has always 

seemed to me to be a ‘must’ 
for any man with a sense of respon- 
sibility to his family. I bought my 
first policy a quarter of a century ago 
and have since been adding to my life 
insurance. 

“Many professional men do not 
have the same opportunities for 
money accumulation that come to 
those in business and industry and it 
seems to me that life insurance is the 
solution for those on fixed incomes 
who are faced with the twin problems 
of (1) providing for short-range 
emergencies and (2) building a ‘nest 
egg’ for the future. 

“In my own case, in the early years 
of my career, I was subject to trans- 
fer from one city to another so that 
the accumulation of property was not 
practicable. That is why I have de- 
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Reported to: 


GEORGE BAKER 


Washington Bureau 





pended largely on life insurance to 
provide for my family in the future. 

“It is significant that men who 
know finance best, those who have 
accumulated substantial wealth in 
business and industry, are among the 
most heavily insured individuals. 
They know that in this unsettled and 
troubled world, life insurance is the 
only sure protection for their fam- 


ilies.” 


JOHN C. O’BRIEN, a native 
of Hartford, Connecticut, is chief 
Washington correspondent for 
the Philadelphia Inquirer. He 
was a reporter on the old New 
York World in 1928 and 1929, 
and served as legislative corre- 
spondent for the New York 
Herald Tribune from 1929 to 
1934. He has been covering the 
Capitol scene for the Inquirer 
since 1934, including authorship 
of a daily column, “Washington 
Background.” Mr. O’Brien has 
covered every political conven- 
tion since 1932. 


ae FRATERNITY brother sold 

me my first insurance policy 
while I was a senior in college. In 
such amounts as my income would 
justify, I have been buying insurance 
ever since. Having been born in Hart- 
ford, Conn., an insurance town, | 
inherited, I suppose you might say, a 


belief that insurance was a good 


thing. 

“But it was one particular insur- 
ance salesman who sold me com- 
pletely. He started out by saying: ‘If 
you would wisely invest the premiums 
that you will have to pay for insur- 
ance and if you should live out the 
normal expectancy for your age, you 
would have more money than you 
would get from an insurance policy.’ 

“Then he pointed out—and this 
was the clincher so far as I am con- 
cerned, ‘Insurance is the only way 
you can create an estate overnight. 
It won’t be as big an estate as you 
might have if you had the chance to 
invest your premium money over the 
life of the policy. But it will be there 
tomorrow morning, in the event that 
you go to bed and don’t wake up—a 
contingency we all have to reckon 
with and in justice to dependents, pre- 
pare for.’” 





SAMUEL SHAFFER, one of 
Newsweek’s top political writers, 
has covered the Capitol, the 
White House, and presidential 
conventions for more than 10 
years. In World War II, he saw 
active combat service while serv- 
ing with the U. S. Marine Corps 
in the south Pacific. Mr. Shaffer 
is noted for his sharp insight 
into national political issues that 
arise almost daily in Washing- 
ton, and for his ability to tell 
Newsweek’s millions of readers 
weekly about what they mean to 
John Q. Public. 


664 VER the heads of all of us 
hangs the same fear: what 
unforeseen catastrophe can destroy us 
financially, ruin our lives and those of 
our children? 
“So far as it is humanly possible, 
I am insured against such a catas- 
trophe. If someone should slip and 
break a hip bone while walking down 
my icy front steps on a cold winter 
day, I am protected from the inevit- 


(Concluded on Page 48) 
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HE shipping industry is as old as 

the oar and the sail. Maritime in- 
tercourse is said to date from the 
times of Indian trade with Chaldea, 
although the Phoenicians were the 
ones who made it a paying business 
among the ancients. 

Insurance didn’t come along until 
around the beginning of the eleventh 
century B.C., when in very primitive 
form bottomry bonds were given 
against a vessel or its cargo as a 
pledge of a successful voyage. If ves- 
sel or cargo were lost the borrower 
was relieved of his obligation. 


It is from these simple beginnings 
that the modern shipping industry 
and its adjunct, marine insurance. 
sprang. While the hazards of the sea 
no longer possess the horror for men 
that they did in those ancient days, 
still when nature goes on the loose the 
sea cannot be harnessed and man 
justly fears for himself and his world- 
ly goods. 

Men of the sea may be used to the 
“perils of the sea” but they have 
never become careless about them. It 
is no wonder then that some of to- 
day’s leading men of the sea—the 


ship and tugboat owners—value lil» 
insurance as a sort of anchor to 
windward. 

For, individualists as they are, the 
feel more inclined to be “rugged ii 
dividualists” when they know thei 
families are protected. Here in thes 
pages—from the lips of a few oi 
America’s top-ranking men of the sé 
—are the tributes they pay to life in- 
surance... as.the first line of defens: 
for their families. 

Irving Davis 
Associate Editor. 
The Spectator 


MARITIME LEADERS ACCLAIM 
PROTECTION OF LIFE INSURANC 





SS AFRICAN MOON: of Farrell Lines’ fleet of fast, modern 
cargo liners in the South and East African trade. Launched 
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© Rosenfeld 


November, 1946; maiden voyage March 15, 1947, when 
she sailed from New York to Cape Town. 
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6¢§ AM a strong proponent of life 

insurance, especially for young 
married men, as the peace of mind 
which is derived from the inner satis- 
faction of knowing that one’s family 
is well protected is immeasureable. As 
one grows older and family responsi- 
bilities become less, the accumulation 
of dividends, the loan privileges and 





© Bacharach 


JOHN GAMMIE 


the cash surrender values become a 
second line trench if circumstances 
cause enforced retirement from busi- 
ness, 

“College education can also be ar- 
ranged in advance at comparatively 
small savings per annum so that as 
each child reaches college age, his 
higher education is assured. 

“The same remarks apply to mort- 
gaze insurance and, when purchased, 
removes the risk of the widow being 
left with a home without adequate 
coverage.” 

JOHN GAMMIE 


Vice-President, States 
Marine Corporation 


oY | Y own life insurance program 
accomplishes my objective of 
protecting my family in what I con- 


669 OWN a substantial amount of 

life insurance. I bought it ai 

the age of 22 principally for family 
protection. 

“I regard it as at least the equal of 





© Underwood & Underwood 


JAMES FARRELL 


sider to be the safest way for them. 
“I heartily endorse life insurance 

and believe every young man should 

consider it his first investment.” 


JAMES FARRELL 


President, Farrell Lines, Inc. 





© Pinney 


LLOYD H. DALZELL 


any other type of investment and in 





many ways superior to all other 
forms.” 
LLOYD H. DALZELL 


President, Dalzell Towing Co. (Concluded on Page 48 ) 





DALZELLEADER: 1250 HP Diesel Electric Tug, put into service by the 
Dalzell Towing Co., Inc., June 15, 1949. 
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33 Parchase-Pointers for Life Insurance Buyers 


CHECK LIST FOR PERFECT PROTECTION 


By Keiilbuatl H Mathus 


O one person, no one list, can give all the 
N points to watch in the creation and main- 
tenance of the “perfect” life insurance pro- 
gram. Each individual case is just that, Individual. 
But here, at least, are a few points that should 
stimulate your own thinking—and, in most cases, 
should cause you to appreciate anew the valuable 
services that your favorite agent and company can 
give you. 
The 53 checking points are grouped, for conven- 
ience, under these 12 main headings: 


1. Agent 

2. Agency 

3. Company 

4. Analyze Your Needs 

5. Amount of Life Insurance 

6. Arrangement of Life Insurance 
7. Policy Provisions 

8. Watch the Legal Angles 

9. Policy Proceeds 

10. Premiums 

11. Keeping Your Life Insurance Up-to-Date 
12. Other Factors to Watch 


(You don’t need the services of an agent, 
IF you can answer yes to all these questions. 
IF, that is—) 


AGENT 


1. Do you want a thoroughly seasoned (older) man, 
experienced in a wide variety of life insurance situa- 
tions, or a (younger) man to “grow along with you” 
during the years ahead? aie 

2. Do you prefer to deal with an agent who has cer- 
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tain qualifications (certified) as to his training and 
ability—such as the C.L.U. designation, membership 
in his company’s Leaders’ Club, a record of having 
given good service to people you yourself know? 

3. Do you confide in your life insurance agent (as 
with your doctor or lawyer), particularly with regard 
to the exact amount of your income, present life in- 
surance holdings—not getting these confused with 
accident and health coverage—investments, obliga- 
tions, wants and desires, that he may be in a position 
to do an intelligent job of planning for you? 


AGENCY 


4. Do you prefer a large or a small agency? 


5. Would you rather deal with a local agency or one 
in some nearby community? 


COMPANY 


6. Do you prefer a relatively new, up-and-coming 
company, or one that has already made its mark and 
established itself in the world? iteinee 5 Me 

7. Have you investigated the pros and cons of mu- 
tual vs. stock life insurance? plastid 

8. In the case of mutual life insurance, do you know 
the four different ways in which dividends can be 





CH) 


used: (a) receive in cash; (b) use to reduce pre- 
miums; (c) add to policy’s face value; or (d) accumu- 
late at interest—and have you decided which of these 
uses of premiums will best fit your own situations? 
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ANALYZE YOUR NEEDS 


9. Have you ever stopped to realize that you bought, 
are now buying, and will continue to buy life insurance 
for only two main reasons: to replace your earning 
powers for others (when you are no longer here), or 
for yourself (when you retire, either voluntarily or 
non-voluntarily)? ............. 

10. Whatever settlement options you elect, have you 
arranged for payment of some money in a lump sum, 
for use as a clean-up fund? ..... 

11. Have you left your wife (widow) sufficient in- 
come (a) while the children are growing up and (b) 
after she is left all alone? 

12. Have you arranged for your own retirement in- 
come program? 








13. Have you provided sufficient funds to carry your 
family over the difficult readjustment period immedi- 
ately following death of the man who earns the in- 
EE 5x Bcc m= os Breas 

14. Have you made sure that your principal will be 
left intact, by making provision for payment of in- 
come and inheritance taxes? 

15. Have you made special life insurance arrange- 
ments to provide college funds for your children? 

16. Will there be money to pay off the mortgage— 
interest and payments on the face, both? ........... 

17. Have you protected some business venture with 
business life insurance? .... 

18. Have you started your children along the life 
insurance highway by getting them “juvenile insur- 
ance”? 


AMOUNT OF LIFE INSURANCE 


19. Do you periodically review your life insurance 
program when there are changes in your income (up 
or down), marital status of self or beneficiaries, chil- 
dren born or married or dead, etc.? 

20. It any policies have recently lapeed, are you 


21. Have you made plans to repay promptly any 
loans against your policy? .... 

22. Do you realize that the cash ‘and loan values 
should be utilized only as a last recourse, and only in 
a dire emergency? 

23. Have you looked into the possible advantages 
of purchasing an out-and-out annuity? 


ARRANGEMENT OF LIFE INSURANCE 


24. Have you filed with you policies a summary 
sheet showing total benefits, etc? .. 

25. Do you know when it might be advisable to 
use the services of a trust company? . 

26. Have you properly integrated your personal life 
insurance, with pension plans, social security, etc., 
as regards amounts, needs, and the time element? 


POLICY PROVISIONS 

27. Are you familiar with the main types of poli- 
cies available—term, ordinary life, limited payment, 
and endowment? 

28. Have you arranged for waiver of premium in 
case of total and permanent disability? 

29. Have you had the automatic premium loan pro- 
vision added to your policies? 


WATCH THE LEGAL ANGLES 


30. Have you checked with your agent about the 
“common disaster” clause? ....._............ . . 

31. Do you know how so-called “community prop- 
erty” affects your family—if your state has such a 
law? 

32. Do you know the disadvantages of making your 
estate the beneficiary? ............... 

33. Have you had the nn trust clause writ- 
ten into your policies? ............... 


POLICY PROCEEDS 


34. Do you realize the four different ways in which 
the proceeds of your policies may be paid out after 
your death: (a) lump sum; (b) left on deposit, with 
interest paid until principal is withdrawn; (c) paid 
in a certain number of installments; (d) paid for life- 
time of beneficiary? 

35. Do you understand that a ‘beneficiary, and not 
only the policyholder, can arrange to have the pro- 
ceeds paid in the form of income? ...... 

36. Have you eliminated administration costs by 
wise utilization of beneficiary agreements offered free 
by your life insurance company? ............... 


PREMIUMS 


37. Have you arranged that your premium pay- 
ments will fall due at most convenient times and 
intervals? 

38. Do you always pay your premiums on time? (In 
effect, the 3l-day grace period—although available 
constantly—actually can be used only once; that is, 





you can never be more than 31 days behind the pro- 
cession. So, save this “delaying-action privilege” 
until you urgently need it.) 

39. Have you investigated the economies and other 
advantages of paying premiums annually? 


KEEPING YOUR LIFE INSURANCE UP-TO-DATE 


40. Do you review your life insurance policies (and 
increased or decreased life insurance needs) at least 
once every five years, preferably oftener? ' 

41. Do you periodically check — beneficiary 
clauses, to tie in with births, deaths, etc? 

42. Do you have a competent life underwriter 
(agent) “audit” your life insurance set-up at inter- 
vals? ee PORE sede 

43. Have you unwittingly “disinherited” any of 
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your children, in your present life insurance arrange- 
ments ? 

44. Have you unthinkingly forced your wife (wid- 
ow) to become an unwilling and inexperienced “in- 


vestor”? 

45. Have you made proper provision for any un- 
born children? 

46. Do you immediately notify your agent and life 
insurance company of any change in address? 


47. Are you occasionally adding to your life insur- 


ance estate in accordance with a definite, prearranged 
plan—or do you just buy “policies,” helter-skelter? 


OTHER FACTORS TO WATCH 
18. Do you keep all your insurance policies, of what- 
ever type, all together, and in a safe place? 


Wnistanding Servive 
‘yy 
v to the v 
hnstitution of Lite Insurance 
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@This is the highest honor 
c.* that can be conferred in the 
Life Insurance business. It was 
received by Mr. Cummings at 
the annual convention of the 
“ National Association of Life 
= Underwriters in Washington, 
D.C., September 29. It is a 
great distinction and a 
worthy tribute. 
We join the life under- 
writers of the nation in 
extending to him our 
sincere congratula- 


tions. 


49. Does your family know just where you keep 
them. They’ll need to find ’em in a hurry, some day. 


50. Did you know that it may be advisable not t: 
keep your policies in a safe deposit vault, and why” 


51. Did you know your state insurance departmen‘ 
stands ready to help and advise you on troublesom 
life insurance problems? 

52. Have you ever taken the time and trouble to 
read your policies? It’s your money; read every word 
from start to finish. 

53. Have you made a will? 


* * 


If you can answer “Yes” to every one of these 
questions, you don’t need the services of a trained life 
underwriter. Otherwise, we suggest you call in your 
agent—today! 





Broad, 
Liberal, 


and Sound 


The Lincoln National 
field man offers substand- 
ard coverage as broad, as 
liberal, and as sound as 
modern actuarial science 
can make it. Backed by a 
company with 39 continu- 
ous years of experience in 
the substandard field, he 
brings the comfort and pro- 
tection of life insurance to 
impaired risks with ex- 
pected mortality as high as 
500% and at ages up to 70. 

Lincoln National’s 
broad, substandard cover- 
age is another reason for 
our proud claim that LNL 
is geared to help its field 
men. 





The 

LINCOLN NATIONAL 

Life Insurance Company 
Fort Wayne, Indiana 


Its Name Indicates Its Character 
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op is a mistaken feeling that the personal contact between a lawyer and his client 





went out with the days of ‘Lincoln in Illinois.’ It is true that there is a good deal of 


specialization today, particularly in the big cities, but lawyers are still the advisers and 


confidantes of their clients. They render practical as well as legal advice.” 


Luke A. Burke 


Member N. Y. Bar, Spectator Legal Editor 


LAWYER'S VIEWPOINT 
ON LIFE INSURANCE — 


FRANCIS J. MacINTYRE: Member of the bar 
in New York. Graduate of St. Joseph’s College 
Philadelphia (A. B., M.A.) and Fordham Law 
School. Formally teacher in City College of New 
York and Professor in Fordham Law School. 
Senior Partner of MacIntyre, Downey & Ryan, 32 
Broadway, New York City. 


JOHN V. DOWNEY: Member of the New York 
Bar. Former New York State Assemblyman and 
Senator. Graduate of Fordham Law School. Served 
overseas in World War I. At present, Tax Com- 
missioner of the City of New York. 


GERALD T. KELLY: Member of the New York 
Bar. Served overseas in World War II. Formerly 
Agent of the Federal Bureau of Investigation. Now 
practising law at 52 Wall Street, New York City. 


- 4B wee 


669 F you can sum up a lawyer's function in a simple 

sentence you might say a lawyer is a dealer in 
human problems. One of tHe biggest human problems 
is security. That is where life insurance enters the pic- 
ture. Young people must procure their life insurance 
early and grow with it. Their other human problems will 
seem less with that feeling of security.” 


OW HEN you plan your life insurance program care- 

fully, and know that you have provided for all 
eventualities to the best of your ability, you have that 
comfortable feeling of a job well done. It is a feeling I 
try to impart to my clients, my family and my friends.” 


66 ADVISE clients that getting life insurance or in- 

creasing their life insurance is to their advantage 
and benefit. It is not a question of selling or salesman- 
ship, it is a question of good advice. I feel, and try to 
make my clients feel, that the future is not uncertain if 
you buy your future’s freedom. The best way to buy 
that is through life insurance.” 
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FORREST L. MORTON 


BUSINESS INSURANCE 
FOR THE PROFESSIONAL MAN 


By FORREST L. MORTON 


Analyst and Adviser in Estate and Tax Matters 


T has often been said that a good 

professional man, especially the 
physician or the dentist, is usually 
a poor business man. Of course, 
there are many exceptions, but, 
generally speaking, it is probably 
true that few professional men find 
the time or the occasion to become 
proficient in matters pertaining to 
economics and investments. Like- 
wise, however, the banker and the 
capitalist know little or nothing 
about the diagnosis of physical and 
mental ailments and the prevention 
and cure of them. In other words, 
it is a day of specialization. 

On the other hand, many profes- 
sional men are earning very sub- 
stantial incomes, particularly those 
who have established themselves as 
specialists. Definitely, they need to 
find some sound investment medium 
for their surplus funds. Fortunate- 
ly, some of these surplus funds have 
been wisely used to purchase large 
amounts of life insurance and re- 
tirement income contracts; — (1) 
for the protection of the family in 
the event of premature death, and 
(2) for the creation of a retire- 
ment fund in the event of continued 
old age. 


Sufficient Coverage Recommended 


In this type of case, the usual 
procedure is to recommend a suffi- 
cient amount of life insurance cov- 
erage that will provide the neces- 
sary income to maintain the family 
in the event of death, and build up 
sufficient values in the policies to 
purchase the desired income at the 
assumed age of retirement. 

This procedure is entirely logical 
and should work out ideally if there 
is a sufficient excess of income to 
pay the premiums for the required 
coverage. With today’s income tax 








burdens and the advanced cost of 
living, this excess which may be 
available for investment has dwin- 
dled to a very sharp degree. 
Naturally, under such circum- 
stances, the professional man is no 
different than any other person. He 
will attempt to convince himself 
that he cannot afford any additional 
coverage, and the life insurance un- 
derwriter may find it difficult to 
approach the subject of additional 
insurance by the use of logical rea- 
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soning,—that is, ample protection 
and sufficient retirement income. 
He may need something just a little 
out of the ordinary to secure inter- 
est in the proposition he has to 
offer. 

Many underwriters have used the 
“business insurance” approach with 
considerable success. This approach 
may, of course, be varied to suit 
the purposes of any particular un- 
derwriter, or it may be adjusted to 
fit the needs in any particular case. 
However, in a general way, it goes 
somewhat as follows: 

“Dr. Brown, do you own any 
business insurance? You are prob- 
ably aware of the fact that the 
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owners of many businesses, both 
large and small, have seen the ad- 
visability of protecting their in- 
vestments through the use of 
business life insurance. 

“As an illustration, owners of 
small closely held corporations or 
partnerships will purchase insur- 
ance on their business associates in 
order to purchase the interest of a 
deceased stockholder or partner in 
the company. Furthermore, large 
corporations will insure their key 
executives and employees in order 
to obtain the indemnity necessary 
to cover their loss. 

“You may never have realized 
that these business enterprises will 
still continue to have a capital struc- 
ture upon which income may be 
earned for the benefit of an owner’s 
family, even though such stock- 
holder or partner were to die. In 
other words, the stockholder or 
partner may die without wiping out 
his capital investment which may 
still continue to earn a substantial 
income for his wife and children,— 
and yet, the company purchases 
business life insurance in order to 
cover the risk of the loss that would 
be occasioned by his death. 


Capital Value and the Future 


“Doctor, you are definitely in 
business,—a very important busi- 
ness for you, your loved ones and 
for others. It is a business that 
produces a good income, but, unlike 
the stockholder or partner just re- 
ferred to, that income will not con- 
tinue for your family after you are 
gone. Your capital is represented 
merely by your brains,—your pro- 
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PREPARED BY INSTITUTE OF LIFE INSURANCE 





fessional ability,—and that capital 
will not survive you or will it pro- 
duce income thereafter. You must, 
therefore, project that capital value 
into the future, and the only way to 
do this is by acquiring sound in- 
vestments of capital during your 
earning period and by protecting 
this investment by business life in- 
surance, — just as the capitalist 
does. 


Here's the Formula 


“IT am sure you would be inter- 
ested in a simple formula that I 
have prepared that will quickly de- 












REGIONAL DISTRIBUTION OF SAVINGS 


(Accumulated long-term liquid savings of individuals and face value 
of life insurance protection, in billions of dollars, at the end of 1949) 






oo SAVINGS 117.97 
~ LIFE INSURANCE 36,0 
- 4 - = 


termine the ‘capital value’ of a pro- 
fessional man. For example: 

“If you are now 40 years of age 
and have a net income of about 
$10,000 a year, your capital value, 
at 4% interest, is $250,000 ;—that 
is, it would require $250,000 in- 
vested at 4% interest to produce 
$10,000 a year,—your present net 
income. However, this would give 
you the capitalized income in per- 
petuity,—forever. 

“On the other hand, you have a 
life expectancy of about 30 years, 
and in order to produce $10,000 for 
this period, still assuming an inter- 





SAVINGS 49.6 
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LIFE INSURANCE *45.6 
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est earning of 4%, it would require MM LM 
: ©» 


about $200,000. Certainly, you 
would expect to continue your pres- 


ent earning power for your life ex- Example 1: 
pectancy.” Age 25—$10,000 Annual Net Income: 
The foregoing approach has sev- Capital Value in Perpetuity: $ 250,000 (4% 
eral features that are not contained (Simple calculation—Either multiply $10,000 
in the usual procedures: by 25; or add two zeros to $10,000 — 
$1,000,000—and divide by 4.) 
) “ys y > 7 ‘ ‘ 
- . Oe pla a Capital Value for Life Expectancy : .$ 201,860 
‘eal waheil™ ia fom te omnes of aa (Expectancy at Age 25—42 years. Present 
ali Paco wthae ser Value of $1 for 42 years—$20.186,—hence, 
thing he has ever imagined. It will $10,000—$201,860) 
certainly do no harmseto make him ; ' 
think he is worth the maximum. 
(2) Novelty: It is doubtful if Example 2: 
any other underwriter has ever ap- NY . 
proached him with the same defi- Age 40—$20,000 Annual oe ames rp 
niteness as to his worth. Capital Value in Perpetuity : $ 500,000 (46, 
: : (Simple calculation—Either multiply $20,000 
(3) Copy: It is strange how one by 25; or add two zeros to $20,000 — 
individual strives to follow in the $2,000,000—and divide by 4.) 
steps of a successful businessman. Capital Value for Life Expectancy: .... $ 345,840 
(4) Certainty: It is certain that (Expectancy at Age 40—30 years. Present 
life insurance will make the desired Value of $1 for 30 years—$17.292—hence, 
plan work out more satisfactorily $20,000—$345,840) 
than any other medium of invest- 
ment. 
Two tables are published with Example 3: , 
this article: Age 55—$40,000 Annual Net Income: 
A Compound Discount Table at Capital Value in Perpetuity: $1,000,000 (4° 
4% (Simple calculation—Either multiply $40,000 





A Life Expectancy Table by 25; or add two zeros to $40,000 — 
, $4,000,000—and divide by 4.) 
sh ow ed the anges Capital Value for Life Expectancy: $ 506,360 
ae ee oe ee +e make \ dtensy (Expectancy at Age 55—18 years. Present 
simple presentation. Other discount Value of $1 for 18 years—$12.659—hence, 
and life expectancy tables may be $40,000—$506,360.) 


used if desired. This will depend 
entirely on the wishes of the under- 
writer. VIVAL. OULU 
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The Curtains Are Always Open 


On stage at our Boca Raton Convention was a new 
package plan... The Security Mutual Accumulator. 
This combination of Life Insurance and Disability 
Protection has been proved worthy in a field test. 
Agents receive special training in the plan and learn peal in hp ; 
how to make it work for them. It does work, too! propriate plans of Tied 


insurance are al- 
ways in demand. Him 
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SECURITY MUTUAL LIFE INSURANCE CO., Binghamton, New York 


blished 


LIFE * ACCIDENT + HEALTH + HOSPITAL * NON-CAN + GROUP 
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Compound Discount Table—4% 











Years $1 Present Value Years $1 Present Value 
45 20.720 30 17.292 
44 20.549 29 16.984 
43 20.371 28 16.663 
42 20.186 27 16.330 
41 19.993 26 15.983 
40 19.793 25 15.622 
39 19.584 24 15.247 
38 19.368 23 14.857 
37 19.143 22 14.451 
36 18.908 21 14.029 
35 18.665 20 13.590 
34 18.411 19 13.134 
33 18.148 18 12.659 
32 17.874 17 12.166 
31 17.588 16 11.652 

15 11.118 

Life Expectancy Table 

Age Years Age Years 
21 46 41 29 
22 45 42 28 
23 44 43 27 
24 43 44 26 
25 42 45 26 
26 41 46 25 
27 41 47 24 
28 40 48 23 
29 39 49 22 
30 38 50 22 
31 37 51 21 
32 36 52 20 
33 36 53 19 
34 35 54 19 
35 34 55 18 
36 33 56 17 
37 32 57 17 
38 31 58 16 
39 31 59 15 
40 30 60 15 


























Man or woman experienced in 
Bank Loan Life Insurance Planning. 





Excellent. position available in Los 
Angeles area. No selling required. 
Write full particulars, including draft 


status. 


Reply Box 18, THE SPECTATOR 


Chestnut & 56th Sts., Phila. 39, Pa. 






GROUP INSURANCE 


O the workers of the United 

States, group life insurance has 
become so well recognized as a secur- 
ity necessity that there is now more 
than $42.1 billion of such protection 
in force. The death benefits received 
by the beneficiaries of group life in- 
surance are running at an annual rate 
of about $259 million—and every 
cent of this is money which would 








STILL CLIMBING 


not have been available without the 
existence of group policies. This is 
one example of the importance of 
group life insurance to the families 
of the nation’s workers. Whether it 
is purchased by employees or by 
joint participation of employers and 
employees, the protection is open to 
all. It may even be paid for by the 
employer alone—a practice that has 
become more frequent with the grow- 
ing awareness of capital’s responsi- 
bility to labor where wages are not 


high. 


LABOR LEADER 


Epiror, THE SPECTATOR: 


Life insurance appeals to me as a 
form of security which affords pro- 
tection so unquestionably sound as 
to create a feeling of confidence and 
assurance in the heart and mind of 
every insured person. 


By availing yourself of the oppor- 
tunity of becoming insured in a 
sound life insurance company, you 
are simply providing protection for 
yourself and family in a way which 
you could not do as an individual. 


William Green 


President of the American 
Federation of Labor 
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WELL-KNOWN manufacturer 

in one of the western cities 
related to the writer the very in- 
teresting story of his experience 
with life insurance, and believing 
that it might suggest something 
of value as well as prove enter- 
taining to other business men it is 
given here in full. 


41 HEN I married at the age 
of 22 I was then employed 
in a small lumber yard in the little 
town in Wisconsin in which I was 
brought up. Three years after I 
had begun work for this firm one 
of the two partners died, and I 
was offered his one-half interest 
in the business for $1,500 cash. 
This being one thousand dollars 
more money than I then had, or 
had ever had, I went to our local 
banker and told him the circum- 
stances, and what I had in mind. 
After a brief conversation, the 
banker drew his chair up close to 
mine, put his hand on my knee, 
and in a fatherly sort of way said: 
“*My boy, I am going to take a 
chance on you. I always have 
known you as a sober, industrious 
and honest young man and if you 
live and have it in you, as you seem 
to think you have, this may be your 
opportunity. I will furnish you the 
money on condition that you take 
$1,000 insurance on your life, as- 
sign the policy to me as security, 
and repay the loan at the rate of 
$50 each month until principal and 
interest are fully paid.’ 


Acceptance was quick 


“Tt is needless to say that I was 
quick to accept this good man’s 
offer. And the feeling that came 
over me at that moment I shall 
never be able to describe. At last 
I had a chance—it was more than 
a chance. I had suddenly been ele- 
vated to a business man and would 
have my name in big letters over 
the office door. And life insurance 
did it. 

“In less than a year’s time I had 
every dollar of that loan paid off 
and the policy transferred to my 
wife, at the same time taking out 
for her benefit another policy, but 
this time for $2,000. I had now 
learned to regard life insurance in 
a different and very serious light. 
It had proved to be a sort of 
‘Silent Partner,’ always to be de- 


36—THE SPECTATOR, November, 1950 


pended upon in an emergency and 
when most needed. 

“Our business prospered and at 
the end of the fourth year I was 
offered $7,000 for my interest, but 
having nothing else in view at the 
time, declined the offer. 

“As the years passed, the coun- 
try developed, the city grew and 
our business prospered beyond all 
expectations. The capital of our 
company had been increased from 
time to time and now more than 
$1,000,000 is invested in the busi- 
ness. My insurance also had 
grown. Although I never have 
been what some might call a 
‘plunger’ in life insurance, I 
nevertheless have increased both 
my personal and business insur- 
ance from time to time as I felt 
able or as circumstances seemed 
to me to demand. 

“One day a few years ago our 
secretary, who is general manager 
in so far as details are concerned, 
came into my office and very earn- 
estly said: 

“‘*Mr. Marvin, while I have been 
with you ever since I was a boy 
and am familiar with all the de- 


ONE MAN'S 
EXPERIENCE 


tails of the business, you alone 
have looked after the company’s 
finances. You are now well along 
in the fifties and only last year 
underwent a serious operation, 
and it has occured to me that as 
the company is a heavy borrower 
at times your sudden taking away 
at such a time might seriously em- 
barrass this large business to 
which you have devoted the best 
part of your life in building up. 
You now carry fifty thousand life 
insurance in favor of the company, 
and I very much wish that you 
would double it.’ 


Application altered 


“On that day I made application 
for an additional fifty thousand on 
the plan of my other policies, but 
on account of the operation of the 
year before the insurance com- 
pany offered me only a ten-year 
endowment. However, we have 
found this particular plan to have 
advantages of its own. It not only 
affords the usual] protection in 
case of death, and the savings fea- 
ture of my other policies, but is 
also an investment, or I might say 


WITH LIFE INSURANCE 
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a sinking fund for our company 
the same as it would be for an in- 
dividual. It is putting away a little 
each year in ‘another pocket,’ the 
full fifty thousand dollars to be 
returned in one sum at the end of 
the endowment period or at my 
death should it occur in the mean- 
time. 

“The cash value of my corpora- 
tion policies is carried on the 
books as an asset and so appears 
in all the company’s financial 
statements. This information is 
appreciated by our banks and 
other creditors and has been of 
very great advantage to us. Should 
I ever dispose of my stock and 
withdraw from the company I can 
have the policies transferred to 
my wife, daughter or any other 
person having an insurable inter- 
est in my life by paying to our 
company their cash value, the full 
amount of which may be borrowed 
on the policies themselves if de- 
sired. 

“I may add here that I also 
carry fifty thousand accident in- 
surance in favor of our company. 

“In one of the largest cities of 
the country there is a man who 
until a short time ago had been a 
large building contractor and a 
rich man — a millionaire. After 
having been repeatedly solicited 
for life insurance, he finally made 
application for a one hundred 
thousand dollar policy but was so 
rushed by his tremendous busi- 
ness that he did not then take the 
time to be examined. He put it off 
from day to day until six months 
had passed without the examina- 
tion having been made. 


Advice to the borrower 


“This man was a heavy borrow- 
er at one of the large banks and 
about this time his bankers called 
him in to talk over his account. 
The cashier said, ‘Mr. Blank, our 
directors at their meeting yester- 
day instructed me to notify you 
that either your indebtedness to 
the bank would have to be consid- 
erably reduced or additional secu- 
rity furnished. Although you have 
met with some heavy losses, we 
nevertheless believe that with 
your knowledge of the business 
and provided you live, you will be 
able to complete the large and prof- 
itable contracts you have under- 
taken. But if you should be taken 
away right in the midst of this dif- 
ficult work, no one would be able to 
take your place and the bank would 





...in the midwestern town, experience 


undoubtedly suffer. Now if you will 
take out one hundred thousand dol- 
lars life insurance and assign the 
policy to the bank as additional 
security, we will carry you along 
until these larger jobs are finished.’ 

“The contractor lost no time in 
going to the doctor for his examina- 
tion, but only to learn that it was 
then too late. Overwork had 
brought on kidney trouble and he 
was rejected by the insurance com- 
pany. This only added to the 
anxiety of his bankers and not long 
thereafter, to protect the bank, 
they were obliged to take steps 
which finally resulted in the finan- 
cial downfall of the former rich 
man. 


A case in point 


“Ten years ago the leading dry 
goods merchant of our city died. 
He was supposed to have been a 
rich man, but his death disclosed a 
large indebtedness. And when a 
man dies everything he owes falls 
due in one lump, while much of 
what is owing to him is grudgingly 
paid, if ever it is paid at all. The 
business had to be closed out and 
that $80,000 stock brought less 
than $35,000 net. This merchant 


had $35,000 life insurance and when 
everything was disposed of and 
every debt paid, that large busi- 
ness was gone and the widow had 
but $22,000 of the life insurance 
left for herself. I happened to be 
administrator of the estate and 
know that had it not been for this 
man’s life insurance his estate 
would still be in debt and his widow 
without a dollar. I know also that 
this merchant would have failed 
long before his death had he not 
assigned $20,000 of his insurance 
to the bank that had been willing 
to carry him along. It was life in- 
surance that kept open his doors, 
life insurance that enabled him to 
die with a clean slate, and it is life 
insurance alone that supports his 
widow today. In other words, it 
was life insurance that brought 
as a net result at least a measure 
of success out of a situation that 
otherwise would have meant com- 
plete failure. Yes, life insurance 
did it. 

“I have in mind another case in 
our town with which I am familiar. 
Two young men from the same 
little town in which I was brought 
up had come West and opened a 
small hardware business in our 
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city. The country was new and 
strange to them and their little 
capital, together with their limited 
credit, both of which were fully 
employed, was none too much for 
their small, though growing busi- 
ness. Having once lived neighbor 
to their parents, these young men 
frequently consulted me about their 
affairs and one evening both came 
to my home. As we sat discussing 
their business and their plans I re- 
lated to them a little of my own ex- 
perience, which brought up the 
subject of life insurance. Both be- 
came very much interested and 
were quick to see how insurance 
might be of great advantage to 
their business, the same as it had 
been to my own. They were already 
carrying a small amount of per- 
sonal insurance, but business insur- 
ance had never before been brought 
to their attention. 

“The next time we met I learned 
from them that each had taken a 
$2,000 policy in favor of the firm. 
I learned also that they had, with 
a great deal of satisfaction, told 
their banker and the firms from 
whom they bought goods what they 
had done and their reason for doing 
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it. This made a good impression. 
It was the right spirit and showed 
that they were looking ahead. 

“In little less than two years 
from that time one of those boys 
died. After working all day in- 
stalling a furnace in the wet cellar 
off a new residence in one of the 
suburbs, he had a hard chill and 
this was followed by a fever. Pneu- 
monia resulted and the fourth day 
he died. 


A choice to be made 


“A week later $2,000, a large sum 
for that young firm, was handed 
the surviving partner, and it proved 
to be at a time when the firm was 
sorely pressed for ready money. 
The widow was given her choice 
either to continue as an equal part- 
ner or sell her interest. She chose 
to sell. After an inventory had 
been taken a check was given to her 
by the surviving partner for the 
full book value of her husband’s 
interest, without the shrinkage of 
a single dollar. Life insurance did 
it. 

“Partners in business owe it to 
their business, to each other, and 
to all others concerned to look ahead 








and prepare for the day when one 
or the other will be suddenly or un- 
expectedly taken away and some ad- 
justment of his interest have to be 
made. This applies to all partner- 
ships alike, whether the business 
be large or small. 

“As I now look back to the time 
when life insurance made it possi- 
ble for that good and kind banker 
up in that little Wisconsin town to 
befriend me and give me a start 
and to the time when it saved the 
business which I had built up and 
to the peace of mind and feeling o! 
security it has given me all along 
and is giving me today, I feel that 
I owe more to it than to anything 
else. 

“T firmly believe that any young 
man who is sober, saving, indus- 
trious and worthy of being trusted 
can get his start through the aid 
of life insurance if he only has the 
desire and will try. 

“As for the man already in busi- 
ness, I have only to say that if he 
is unable to see where or how he 
can apply life insurance in a way 
to enlarge his business and make 
it more profitable and less uncer- 
tain he is lacking in the essentials 






































id 


3i- 
he 
he 
Ly 
ke 
T- 


Is 





that go to make a successful busi- 
ness man. Principles never change 
ind the same general principle un- 
lerlies every busines alike, whether 
it be a small corner grocery or the 
argest wholesale house or factory. 
[he man who is unable to see how 
life insurance may be profitably ap- 
plied to his little business would be 
quite as blind to the needs of a big 
business, and this is the best reason 
in the world why such a man is 
likely never to advance. The men 
who are running the big things to- 
day are running them in quite the 
same manner as they had at one 


time conducted some small busi- 
ness. A big business is only an 
overgrown little business and the 
best stepping-stone to a big busi- 
ness is to run your little business 
exactly as you would have to run 
a big business to make it a suc- 
cess. And if you do this you will 
apply life insurance now to your 
present business, and increase the 
amount from time to time as 
your business grows. This applies 
whether you are in business as an 
individual, as a co-partner or as a 
corporation official. But one need 
not be a merchant or manufacturer 








to be a business man. Is not the 
lawyer, doctor, teacher, farmer, 
mechanic, clerk, and every other 
man who earns, handles and invests 
money or owns property also a 
business man whose business inter- 
ests are in quite as great need of 
the protection that life insurance 
affords? 

“Remember always that it is the 
man who makes the business and 
that in many instances both are 
buried in the same grave. At best, 
the shrinkage will be great and can 
be offset only by ample life insur- 
ance.” 


THE LEGAL VIEWPOINT 


SUPREME COURT JUSTICE CLARK 


EDITOR, THE SPECTATOR: 


Life insurance has, indeed, been of inestimable value 


to our country and its people. 


American life insurance speeds security not only for 
today but for all time to come. It is the one way that 
Americans in all walks of life can perpetuate their own 
works into the lives of their loved ones. 

Like the home owner, the policyholder walks with 


Washington, D. C. 


his head higher, his step lighter and his eyes brighter. 
He wears no worried look for his investment bears the 
test of time—it is his proven protection and he knows 
that back home he has a happy family circle, happy 
because they too are protected. In the event their 
bread-winner is snatched from them, they will still eat. 
For the sake of ourselves and our family it is up 
to each of us to adopt a wise life insurance plan. You, 
too, can make life insurance serve you with a scientific, 
carefully planned program of saving and security. 


Tom C. CLARK 


U. S. Supreme Court Justice 


THOMAS F. COHALAN: Member of the New 





York Bar. Graduate of Manhattan College and 
Harvard Law School. Practised law in New York 
City for the last twenty-three years. 





sed | LOOK upon life insurance as an investment in 

security. Security is a prevalent word in the news- 
print these days, but it has a great significance when you 
apply it to yourself and your family.” 
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DON'T SELL LIFE INSURANCE SHORT 





ERVIN L. HALL 


HIS issue is full of statements 

endorsing life insurance. In my 
abridged dictionary the word en- 
dorsement is defined as sanction 
or approval. In the investment 
field, life insurance needs neither 
sanction nor approval, as it is a 
basic part of any sound invest- 
ment program. This will sound 
strange to some, so here are a few 
facts. 

Diversification is one of the car- 
dinal principles of any investment 
fund. We diversify because we are 
not sure enough of any vehicle to 
take the risk of placing all funds 
in it. This does not mean that life 
insurance is not a safe haven, but 
it does mean that as one of the 
safest havens for capital it lends 
stability to any investment plan. 

Another point to remember is 
that the majority of insurance pol- 
icies have a sure—money on the 
line when needed—tangible value 
at any specified time. This feature 
has investment merit, and insur- 
ance is the only vehicle that sup- 
plies it other than Government 
Savings Bonds known as Series E, 
F and G. 


Estate Created 


The third and most important 
factor is that life insurance sup- 
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dy Eviin Me Hall 


Partner, Davis & Hall, investment Management 


plies the only method of instantly 
creating an estate. In accumulat- 
ing funds for investment, time is 
of the essence. Today because of 
high taxes, a longer time is re- 
quired than in the past to gradu- 
ally put aside funds and to put 
those funds to work in investment 
media. As time moves on a larger 
and larger fund accumulates if 
the money is wisely invested. But 
even the most astute handling of 
surplus funds cannot bring an 
estate into being without the ele- 
ment of time. The moment a life 
insurance contract is signed an 
estate is in existence. 

Fortunately, none of us know 
when we are likely to leave this 
life, and although vast fortunes 
may be built without the benefit of 
life insurance the risk involved is 
tremendous for the average per- 
son. You can lay plans, you can 
have hopes and you can work hard 
to bring them to fruition, but you 
cannot control the length of time 
you will have to complete your 
plans. Life insurance removes that 
risk. 

Years ago someone would be 
sure to say at this point that one 
must die to collect on life insur- 
ance. This today is not a fact. A 
life policy not only helps diversify 
an investment plan, it supplies a 
tangible asset in case of unex- 
pected developments, and in itself 
accumulates an expanding future 
interest through its cash or loan 
value. 

In outlining the scheme of 
things to be for most people the 


use of life insurance, as a present 
reserve and future protection, is 
only applying tested investment 
principles. 


Security Values 


Today, because of the inflation- 
ary trend in this country, there 
has been some question as to the 
value of any fixed type of security. 
Life insurance after all pays off 
in a certain number of dollars 
without regard to what those dol- 
lars will buy. There are two an- 
swers to this question. First, be- 
cause of the productive capacity 
and resources of this- country, 
there is unlikely to be a flight from 
the dollar—the nightmare of Euro- 
peans. There is no haven to which 
the dollar could fly and be as well 
off as it is in America. Quantity 
production will stop any flight 
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from dollars to things, and this 
nation can produce in quantity. 
Do not confuse the word inflation 
as it is commonly used today with 
the devastating flight from cur- 
rency experienced in France and 
Germany. Those countries could 
not produce within themselves. 
Second, we must again mention 
that none of us know when we are 
going to leave this life, and if we 
did we would have no knowledge 
of whether the dollar at that time 
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would be worth a dollar, fifty cents 
or a dollar and a half. There are 
some things for which we cannot 
make provision. If one wishes to 
assume that within the next ten 
years the dollar will be worth less 
than it is today, additional insur- 
ance could be added to present 
holdings in order to compensate 


by over-buying life insurance, as 
that can be as disappointing as 
any other circumscribed plan for 
the future. Nor should you neglect 
it on the false assumption that 
inflation or any other economic 
trend will be any more harmful to 
life insurance than to other forms 
of future security. Diversification, 


because of the frailties of man- 
kind, is stili necessary. 

If planning for the future 
through the productive use of sur- 
plus earnings can be endorsed as 
a wise principle, then life insur- 
ance can surely be endorsed as 
part of the sound foundation on 
which such plans are built. 


for a possible erosion in buying 
power. But ten years from now 





the dollar may be worth more than 
it is today. Right now there are 





two schools of thought — one 
preaching inflation and the other 
deflation—as to the future. Maybe 
this uncertainty as to the future 
value of the dollar is one reason 
life insurance continues to be sold 
in increasing volume despite the 
warnings of loss of purchasing 
power. The public somehow senses 
that the dollars are safe in life 
insurance and even though they 
may not buy as much, when called 
upon to do so, they will at least 
buy something. Hopes alone do not 
buy groceries. 


Diversification Recommended 


America Truly Thankful 


for the men who saw with clear, unflinching eyes the nation to be—who fought, 
as we too have fought, in the cause of freedom, humanity and brotherhood, 


that we are free, in a world of prejudice and intolerance—free to live and- 
speak and act and work and worship as we choose—free to elect our leaders 
and make our laws—free to make our mistakes and correct them. 





This is the greatness of America and in our prayer of 
thanks we would be strong that no power may ever be 
allowed to destroy this freedom of ours. 


PEOPLES LIFE INSURANCE COMPANY 


The Friendly Company 
FRANKFORT @ INDIANA 











Now do not be over-enthusiastic 
and violate investment principles 











WOODWARD and FONDILLER, Inc. 


Consulting Actuaries 
Insurance Accountants 


524 West 57th Street 
Telephone PLaza 17-6612 


HUGGINS & COMPANY 


Consulting Actuaries & 
Insurance Accountants 
Architects Building, 117 S. 17th Street 


Philadelphia 3, Pa. 
TELEPHONE LOCUST 4-1122 














DONALD F. CAMPBELL, JR. 


Consulting Actuary and Certified Public 
Accountant 
188 West Randolph Street Chicago 1, DL 
Telephone State 1336 


Successor to Donald F. Campbell and Donald F. 
Campbell, Jr., consulting actuaries and accountants. 


Frank E. Gerry Frank F. Savage 


MILES M. DAWSON & SON 


Consulting Actuaries 


100 Boylston Street 
Boston 16, Mass. 


1014 Hope Street 
Springdale, Conn. 














HAIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
ARTHUR M. HAIGHT, President 
INDIANAPOLIS OMAHA 


GEORGE B. BUCK 


ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


150 NASSAU ST. NEW YORK 














FRANK M. SPEAKMAN 


Consulting Actuary 


Associate 
E. P. HIGGINS 


THE BOURSE PHILADELPHIA 











Woodward, Ryan, Sharp and Davis 
Consulting Actuaries 


1] Park Row, New York 
felephone BArclay 7-4443-4 
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life insurance agent is recognized as a 
citizen who plays an integral role in American 
community life. 

He is well suited. Trained on a career basis the 
modern life insurance underwriter is a profession 
man. 

Professional service characterizes his relations 
with the public. Practical application of public 
relations and a thorough knowledge of his field of 
endeavor, enable your agent to assist clients of long 
standing and to add new policyholders. He is in 


\ 
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YOUR LIFE INSURANCE AGENT 


every sense not only a counsellor and consultant, but 
also a real friend. 

Mr. Life Insurance Agent is a student. He must 
make a constant study of individual and corporate 
needs and have a thorough knowledge of every 
conceivable form of life insurance protection. 

A community is served no less by its doctor, 
lawyer or wes than by its local life insurance 
agent whose contribution to the general welfare of 
his townsmen is measured by the security of policy- 
holders and beneficiaries. 


HIS FAMILY: 


YOUR te insurance agent is a family man. His 
wife may be a good friend of your wife's—they 
probably shop together, play bridge together— 
take the children to the same school. 


Mr. Agent's wife is a very good reason for the 
continuing advancement of her husband. She under- 
stands that on many evenings he is compelled to 
call on policyholders and that the primary object 
of these after-dinner business visits is in the interest 
of families who also desire continuance of home 
pleasures and securities through wisely invested 
life insurance. 


When problems arise she is there to aid her 
husband. Sometimes the agent's wife serves as his 
very capable secretary. She knows life insurance 
because her husband lives it and she is proud of 
him because he typifies a way of life that is so 
essential. 











The EVIDENCE in the 
case of Kdgar Le Blanc 


The weight of evidence was overwhelming. 






Exhibit A—scores of old folks who have not 
become public charges—who are self-supporting 
and self-respecting on Retirement Incomes. 








Exhibit B — the large number of college boys and 
girls who owe their degrees to Equitable Edu- 
cation Funds. 







Exhibit C — the business men who have profited 
by Equitable Group Life Insurance and Part- 
nership Insurance. 







Exhibits D, E, F, etc. — covered home owners, 
widows, orphans, etc. 






THE VERDICT — Edgar Le Blanc, Representative of 
The Equitable Life Assurance Society is guilty 
as charged, on every count. (1) Guilty of having 
done a vast amount of good for his fellow citizens. 
(2) Guilty of being one of the most valued citi- 
zens of Madison County. 

















Gre » ; 
THE) EQUITABLE 
One of a series of advertisements illustrating how a repre- LIFE ASSURANCE 


sentative of The Equitable Life Assurance Society serves sO Cc j ETY 


his community by selling life insurance. a 3 ~ 
OF THE UNITED STATES 
LISTEN TO “THIS IS YOUR FBI”... official crime-prevention broadcasts from the files 
of the Federal Bureau of Investigation...another public-service contribution spon- 
sored in his community by The Equitable Society Representative. THOMAS |. PARKINSON, President 


EVERY FRIDAY NIGHT + ABC NETWORK 393 Seventh Avenue, NewYork I, N.Y. 
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One Minute Interviews 
with Stars of the 


Broadway Stage 





OUR AGENTS 
Teen WVO.... 


. . «+ They like our Direct Mail 
Prospecting Service and its tangible, 
money-making results. 


And we're proud of it too! Our percentage of return is 
excellent (one of our Direct Mail series showed a 32%, 
return last month), and the prospects and additional busi- 
ness % the man in the field are increasing from month to 
month. 


We have solved the prospecting problem of many agents 
who were "'Prospect Poor" before joining our organization. 
For years we have provided prospects for our fieldmen and 
have increased their production 50% to 100%, as a result. 


For the man interested in building his 6wn agency, our 
Direct Mail Prospecting Service and our Combination 
Coverage Contract are invaluable in attracting and de- 
veloping new manpower. 





EXCELLENT OPPORTUNITIES 


for capable, industrious insurance 
men to develop new business in 
Minnesota, Michigan, Colorado, 
Oregon and Washington. 











Other general agency territories available to men who 
want to build solid agencies under agency-minded Home 
Office supervision and Home Office assistance. All corre- 
spondence confidential. 

6. F. Davis, Vice President 
Director of Agencies 


Illinois Bankers Life Assurance Company 


MONMOUTH, ILLINOIS 





Writing all forms of: 
Life—Accident & Health—Polio 
Hospitalization—Medical Reimbursement 
Group—F ranchise 


* 





* 
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IRENE RICH —“I believe that lite 


insurance is a wonderful investment 
| know that I have found it so. And 
it offers wonderful security in the 
knowledge that through it you lock 
the door on poverty and want. I have 
been carrying life insurance for about 
fifteen years and I have been tak- 
ing out more insurance constantly.” 


BORIS KARLOFF —“I don’t save 
money very easily. I let the insur- 
ance companies save my money for 
me.” 


ETHEL BARRYMORE — “I have 
been paying premiums on the endow- 
ment form of life insurance for many 
years, because it’s the only way | 
know of preparing against future un- 
certainties.” 


PAUL LUKAS —‘In the theater, in- 


come is likely to be uncertain, and 
the years of greatest financial success 
are sometimes few. That’s why I pro- 
tect my future with life insurance.” 


CLIFTON WEBB —‘**When m) 


stage days are over I want to know 
that I’ll be independent. I know that 
life insurance will do it for me. And 
so I’m backing it for all I can. 

“I think it’s the greatest thing in 
the world. I preach it to everyone ! 
know.” 














INSTITUTE OF LIFE INSURANCE PRESIDENT 


Epiror, THE SPECTATOR: 


Life insurance directly serves its owners in two 
ways: providing the individual and family security so 
generally desired; and at the same time, broadening 
the opportunities for advancement by freeing the indi- 
vidual from the confining influence of insecurity for 
the family. Thus freed, the individual can devote more 
and more of his attention, energy and ingenuity to the 
normal competitive risks of living in a free society. 

Security and opportunity are the two great objec- 
tives which most Americans have traditionally sought 
through their own efforts. Life insurance helps toward 
both objectives—for many it is the chief means of 
attaining them. 


Holgar J. Johnson 


President, Institute of Life Insurance 


























"D-d-do | sign on the d-d-dotted line" 


_ hyphen smith, 





ON GROUP INSURANCE 


Detroit, Mich. 
EDITOR, THE SPECTATOR: 


I believe in life insurance, bought 
my first policy when I was 16 years 
of age, and have added more in fol- 
lowing years. 

Years ago, our organization 
made group life insurance available 
to our employees who pay part of 
the premium. Later we adopted a 
Pension-Trust Plan for those em- 
ployees who were eligible and most 
of them are insured under the plan, 
the organization paying the entire 
cost. 

This is evidence that we believe 
in life insurance — and our em- 
ployees are enthusiastically grate- 
ful because it provides future secu- 
rity not otherwise obtainable. 


RICHARD HARFST 


General Manager 
Automobile Club of Michigan 
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i be the young man who was urged to “Go 

West,’ Horace Greeley also offered com- 
panion advice on life insurance in an article 
exclusively written for The Spectator in 1871. 
Included here is a reproduction of the orig- 


inal manuscript as well as the article itself. 














NSURANCE, of whatever kind, is 

an effort to guard against the 
mischances and disasters whereof 
we are always in danger. The most 
capable, energetic, efficient mer- 
chant or manufacturer has often 
been reduced in one hour from 
prosperity to bankruptcy by fire, 
or flood, or shipwreck. Insurance 
protects against the ever-present 
peril of such calamity by devoting 
a share of each year’s gains to 
guard against this possibility of 


ruin. One thousand men have, this 
year, paid an average of $100 each 
for fire insurance, and have scarce- 
ly felt it; but one of their number 
has been burned out, and would 
have thereby been utterly ruined, 
but for the $80,000 which he has 
received from an insurance com- 
pany in satisfaction of his claim; 
and that has set him fully on his 
feet again. The premiums paid were 
scarcely missed; the insurance re- 
ceived made the difference between 
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LIFE INSURANCE ECHOES 





HORACE GREELEY 


thrift and hopeless ruin. Not mere- 
ly the receiver, but his creditors 
and employes, are sensibly bene- 
fited by his prudence and foresight. 

Life is the most precarious of 
human possessions, the most indis- 
pensable element of a_ business 
career. The bankrupt of today may, 
next year, be on his feet again, bus) 
and thrifty as ever; but death is 
the one interruption to an active 
career which is inevitably final. 
And Death strikes wherever he 
will, often sparing the decrepit and 
debilitated to smite the sturdy and 
vigorous in early manhood, sealing 
the eyes that so lately were keenest 
and brightest, in that sleep that 
knows no earthly waking. 


An Early Start 


Our countrymen plunge _ into 
business early in life. Many a one 
whose means are moderate, | 
scarcely twenty-five, when a wif* 
and child, with an extensive factor) 
or warehouse, are among the ob- 
jects of his care. With a strong 
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arm, an active brain, and a resolute 
will, he gives himself up to his call- 
ing, confident of his own ability 
to achieve a grand success. His 
income is considerable; inten 
years, if nothing goes amiss, he 
will have made enough to place 
him henceforth beyond the reach 
of want. But suppose he were sud- 
denly stricken down by disease, 
and cut off from life before this 
year shall have closed, his property 
would hardly pay his liabilities, 
and his widow and infant must be 
thrown penniless upon a world with 
which they are unfitted to struggle. 
The kindness of relatives may 
shield them from the almshouse; 
but their prospect is bleak indeed. 


Life insurance is exactly calcu- 
lated to meet this exigency. While 
prosperous and healthy, he can 
spare the small annual payment re- 


FROM THE PAST 


quired to insure that $10,000 or at 
least $5,000, shall be due them di- 
rectly after his death. The knowl- 
edge that they are thus shielded 
from utter destitution is calculated 
to modify his anxieties and appre- 
hensions during life, and to divest 
death of its sharpest pang. 


Not a Speculation 


Life insurance is not a specula- 
tion. He is ill-advised who pays a 
large sum yearly in the expectation 
I had almost said the hope—that 
the feeble octogenarian on whom 
he has risked it will soon die, when 
he will be entitled to receive many 
thousands by virtue of his policy. 
I would counsel no one to invest 
largely, even on his own life, much 
less on that of another. Yet there 
are many all around us who ought 
to take out policies at once, in def- 


erence, not merely to the security 
and comfort of their loved ones, 
but to their own peace of mind as 
well. They cannot afford to live in 
constant dread of the hazards and 
privations to which their untimely 
decease would expose those dearer 
to them than life itself. 


Beware of frauds and shams, 
and specious false pretenses. Pay 
no money for policies without 
knowing that you are insured in 
the fullest sense of the term. Make 
careful inquiry; know the charac- 
ter of the men to whom your money 
is to be confided; and be not de- 
luded into accepting the plans of 
weak, worthless, or irresponsible 
associations. Proceed with wise 
and vigilant circumspection, and 
you will have reason to bless the 
forecast that induced you to invest 
in life insurance. 
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Price and Value 


When a commodity or service is priced right, 
price and value mean the same thing. When the qual- 
ity is less than it should be, in relation to the price, 
then the price is too high. When too much is given, 
the price is too low. 


An ideal sale is one which is a good deal for both 
buyer and seller. 

That is one reason why Washington National 
Fieldmen are so happy. The protection they have to 
sell is packed with value and priced right. An explana- 
tion of policy coverage and our service enables our 
men to meet competition. 


WASHINGTON NATIONAL 
INSURANCE COMPANY 


EVANSTON, ILLINOIS 


H. R. KENDALL, Chairman G. R. KENDALL, President 
J. F. RAMEY, Exec. Vice Pres. and Secy. 
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MARITIME 
(Concluded from Page 27) 


669 VE been carrying life insurance 
for the past 40 years and expect 





G. F. RAVANEL 


to carry it until I die. . . . It’s a sound 
investment.” 


G. F. Ravanel 


Vice-President, U. S. Lines 
é 


WASHINGTON 


(Concluded from Page 25) 


able consequences of a suit I could ill 
afford by an insurance policy. I have 
the same protection should a tree on 
my property be felled by lightning 
and collapse on a neighbor’s car. 

“So much for the catastrophe—and 
I have named only a few examples of 
the kind of threat that fate can visit 
on any one of us. My possession of in- 
surance comforts me in the knowledge 
that my two small daughters will re- 
ceive college education. I know that 
my untimely death will not leave my 
widow in straitened circumstances. 

“Offhand, one would think that so 
much protection would cost a for 
tune. Actually, it costs so little that 
it does not deny me any of the neces- 
sities of life nor so many of those 
luxuries of living that make the Amer- 
ican way of life the most precious in 
the world.” 
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It seems as if it’s never too soon to 
start teaching Junior how to protect 
himself. But when you get right down 
to it, the main job of “protecting” falls 
on your shoulders. And that’s a job 
that calls for life insurance. 


The only trouble is, a man’s family 
and responsibilities have a knack of 
growing faster than his income. Which 
is not as much of a problem as it 
appears to be...not if you know 
about The Union Central policy called 
“Term-to-65.” 


“Term-to-65” was designed espe- 
cially to fit the needs of a family 
growing on a budget. It is low pre- 


mium insurance that adapts to the 
economic cycle of a man’s life. In 
other words, “Term-to-65” costs so 
little that it enables you to buy the 
greatest amount of protection when 
your family needs it most. Then, as 
your income increases and you begin 
to consider an Ordinary Life Policy, 
an Endowment Policy or a Retirement 
Income Policy, “Term-to-65” makes it 
possible for you to convert to any of 
these, or other forms of permanent 
life insurance any time up to age 55. 


And you can convert from “Term- 
to-65” to any other form of permanent 
life insurance without a further phys- 
ical examination. 





“Term-to-65” gives you maximum 
protection now and insures your in- 
surability in the future. It is flexible 
life insurance, adaptable to your needs 
and your circumstances. 


2 co ° oO 


The Union Central agent has a plan 
to meet every life insurance need. He 
has contracts ranging from Non-Con- 
vertible Term, the lowest premium 
policy of all, to Single Premium En- 
dowment, the highest. Through these 
modern, liberal policies, he can pro- 
vide the finest possible life insurance 
coverage for applicants from birth to 
age 65, inclusive. 


The Union Central Life Insurance Company 


CINCINNATI, 





OHIO 
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S. J. Hay. (left), president. Great National Life, 
Dallas, upon retiring from the presidency of the 
dmerican Life Convention presents the gavel of his 
office to the Convention’s incoming president, Cecil 
Woods, president of the Volunteer State Life of 
Chattanooga, 





W.R. Jenkins (left), vice president, Northwestern 
National, Minneapolis, newly elected secretary of the 
American Life Convention’s agency section, pointing 
out some of the section’s problems of the coming 
year to W. F. Hanselman (center), vice president 
and superintendent of agencies, The Union Central 
Life, Cincinnati, who assumed chairmanship of the 
section for the coming year at the close of the Con- 
vention’s 45th annual meeting in the Edgewater 
Beach Hotel, Chicago. Looking on approvingly is 
A. J. McAllister, vice president and director of 
agencies, Sun Life of Canada, Montreal, who retired 
as the chairman of the agency section. 









Powell B. McHaney, (left), executive vice presi- 
dent and genera! counsel of General American Life, 
St. Louis, is congratulated upon his election to the 
chairmanship of the American Life Convention's 
legal section, by the section’s new secretary, R. D. 
Taylor, K.C. general counsel, Sun Life of Canada, 
Montreal. 





The retiring chairman and new officers of the 
combination companies section of the American Life 
Convention gathered to discuss projects for the sec- 


tion for the year 1950-1951. 


Seated are incoming Chairman Willard N. Boyden 
(left), vice president, Continental Assurance, Chi- 
cago; and outgoing chairman R. B. Patrick, financial 
vice president, Bankers Life, Des Moines; (standing 
left to right) Vice Chairman Julian D. Anthony, 
president of Columbian National Life, Boston, and 
the section’s new’ secretary, Victor B. Cerard, man- 
ager of the bond department, Commonwealth Life, 
Louisville. 
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1. John Brown built a “Wall of Protection” for his 
future by investing $7.442 in thirty-seven high grade 
stocks. In 1929 his “Wall of Protection” looked very 
impressive and the prospects for his future seemed 


exceedingly bright. (See Wall A.) 


2. John Smith, a young man of 35, was a firm 
believer in life insurance. He built his “Wall! of 
Protection” in 1929 by investing $7,442 in a single 
premium paid-up policy of $20,500. John Smith’: 
“Wall of Protection” was still solid and firm in 1932. 
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But in 1932 the “Wall of Protection” was almost com- 
pletely destroyed. The investment of $7,442 was re- 
duced to $1,049 or only 14.1% of the original wall was 
left intact. (See Wall B.) In case of death, John 
Brown’s wall could have been further weakened by 
forced liquidation of his securities. 


The cash value of his policy had increased by 1932 
to $7,903, or 106.2% of the original investment. (See 
*olid Wall C.) In case of death, John Smith’s wall 
would have been strengthened and would have 


reached the high level of $20,500. 
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NE reason why a man buys life insurance is to 

protect his dependents by building an estate 
which otherwise might be destroyed, or might never 
be established, because of unforeseen and untimely 
death. No one denies that life insurance provides the 
only means of making absolutely sure that one’s ambi- 
tions in a financial way will be accomplished no mat- 
ter what misfortune or tragedy the future secretly 
holds for an individual. 

Aside from this great benefit which life insurance 
bestows—a benefit which has given peace of mind to 
millions of fathers and husbands and has brought 
untold comfort and relief to millions of their de- 
pendents — the question is often asked, “Is life insur- 
ance, apart from these obvious advantages, a good in- 
vestment? I know it is an unquestionably sound 
investment in that life insurance funds are among the 
most carefully safeguarded in the world, but will I ob- 
tain an attractive yield from my investment or would 
it be possible for me to place my funds in some under- 
taking or institution which would assure me of safety 
and a greater margin of profit?” 

On the two preceding pages, you see in a single 
glance a graphic and complete answer to that question. 
You see how two men built for their future, one 
through the purchase of securities in the nation’s out- 
standing industries, the other through the sole agency 
of a life insurance policy. You see how both men plan- 
ned a great “wall of protection” which would safe- 
guard themselves and their loved ones from financial 
want. Observe there how in a short space of three to 
four years the wall of protection built with invest- 
ments in various securities of high order crumbled and 
broke, and how, on the other hand, the wall of protec- 
tion built by the purchase of a life insurance policy not 
only withstood impregnably the most terrific and dev- 
astating financial storm which had swept down on our 
people in years, but actually grew and strengthened. 

What we picture here are the walls of protection 
built by two individual men. But these walls are typi- 
cal of thousands of other similar careers. We ask you 
to visualize for a moment the experiences of John 
Brown and John Smith, as pictured on the preceding 
pages, multiplied many thousand times. You will have 
then in your mind a picture of the situation existing 
in September, 1929, when the aggregate value of se- 
curity shares listed in the New York Stock Exchange 
was estimated at nearly ninety billion dollars—$90,- 
000,000,000—while at the same time the admitted as- 
sets of legal reserve life insurance companies amounted 
to approximately eighteen and one-half billion dollars, 
or to be exact, $18,565,000,000. 

Less than three vears later. on June 1. 1932. we find 


Is Life Insurance 
A Good Investment e 





that the assets of these same listed securities amounted 
to $16,141,061,000 dollars, a decrease of valuation of 
more than seventy-three billion dollars. In the mean- 
time the life insurance assets had increased approxi- 
mately three billion dollars to a valuation of $21,370,- 
000,000. In other words, the life insurance assets were 
valued at five billion dollars more than the securities 
on the stock exchange. 

That is the statistical story behind the financial 
careers of John Brown and John Smith. That is why 
John Brown, who sought a good investment for his 
capital of $7,442 in the best stocks he could buy, found 
himself worth only $1,049 three years later with the 
prospect of its sinking to less, particularly in the event 
of his death. And that is why John Smith, who also 
sought a good investment for his capital of $7,442 and 
chose a single premium life insurance policy, found 
himself at the end of this period in possession of $7,908 
or 106.2 per cent of his original investment, with the 
assured prospect of enjoying further increases in value 
as the months and years went on and the absolute cer- 
tainty of it returning to his dependents the sum of 
$20,500 in the event of his death. 

In our story, John Smith, who invested in life insur- 
ance, chose a single premium policy because he had 
several thousand dollars to invest at once. It was very 
wise of John Smith to do this, but even were he lacking 
the capital so employed, he could still have built his 
wall of protection and it would have remained im- 
placable and indestructible in exactly the same way. He 
could have purchased any type of life insurance policy 
under any option he chose. 

One word more in explanation of John Smith’s in- 
vestment in life insurance. We have charted his ex- 
perience during a period of only a few years. Its 
significance, however, is by no means limited to these 
years or any other period of years. John Smith is 
sure and positive of the safety and the growth of his 
wall of protection at all times. John Brown can never 
know when his wall of protection will crumble and fall 
regardless of how often and with what care he re- 
builds it. 

In the light of the facts simply and baldly here pre- 
sented, what answer can be made to the question: “Is 
life insurance a good investment?” other than this: “I! 
is the best investment obtainable under any condition.’ 

Now turn forward to the page inside and see the 
pictorial presentation of the story of two men who 
built for the future. (1) John Brown, who built a wal! 
of protection composed of the best stocks obtainable, 
and (2) John Smith, who built a wall of protection 
bulwarked throughout by ownership of adequate life 
insurance holdings. 

















LIFE INSURANCE ENDORSEMENTS— 
STATE-BY-STATE 


HE following pages are dedicated to testimonials on life 
insurance by prominent personages of the 48 states and the 
District of Columbia. 
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GOVERNOR PAYNE 


Waldoboro, Maine 
Epitor, THE SPECTATOR: 

I am pleased to add my endorsement of life insur- 
ance, as I feel that more and more people are realizing 
that this is one of the essentials of life and should be 
considered an important factor in the budget of people 





in all walks of life, as in no better way can the thrift 
and foresight of the American people be shown than 
through the purchase of life insurance, as a protec- 
tion and investment in their future. 


Frederick G. Payne 


Governor of Maine 





SENATOR SALTONSTALL 


Epitor, THE SPECTATOR: 

Our democratic form of government provides us 
with the foundation of security. The strength of this 
foundation depends on the confidence of our citizens, 
which in turn depends on their faith in the American 
institutions which this form of government has en- 
couraged and which have served them so well through- 
out the history of the Republic. 

High in the list of such institutions is our system 





# @Hoarris & Ewing 


of life insurance. In a period of uncertainty and in- 
security, life insurance is one certain method which 
provides security for the future. Through life insur- 
ance we can be sure that those we love are cared for so 
long as they live. Through life insurance we can plan 
for our own independence in old age. 


Leverett Saltonstall 
United States Senator from Massachusetts 




















SENATOR JOHN PASTORE 


PROVIDENCE, R. I. 
Epitor, THE SPECTATOR: 

Our servicemen and servicewomen have set a fine 
example for our country in their response to, and ac- 
ceptance of National Service Life Insurance. This ac- 
tion demonstrates their conviction that life insurance 
is a great social and economic influence in their every- 
day life, as it should be in the lives of all those who 
believe in security. This security cannot attain a na- 
tional level without individual effort and a widespread 
desire for security. Each of us can best accomplish 
this through the medium of life insurance. 


John O. Pastore 


U. S. Senator from Rhode Island 


HE STRENGTH AND CHARACTER 

of the Sun Life Assurance Company 

of Canada reflect the approval of 

— one and a half million 

policyholders the world over and the 
public confidence in the sound principles 
of service on which 


the Company is founded 


HEAD OFFICE + SUN LIFE ASSURANCE COMPANY OF CANADA + MONTREAL 
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GOVERNOR PAUL DEVER 


Boston. Mass. 
Epiror, THE SPECTATOR: 


The institution of life insurance affords our hum- 
blest citizens an opportunity to accumulate an estate 
at a minimum of personal sacrifice. 

In addition to providing social security for the 
individual and his family life insurance manage- 
ment has contributed abundantly to the economical 
success of our nation through all types of invest- 
ment permitted by law. The best testimonial to the 
value of life insurance business is the tremendous 
growth of the business made possible through the 
confidence of the people of our nation. 

Life insurance in force in Massachusetts com- 
panies alone has increased from $9,061,000,000 in 
1939 to $17,436,000,000 in 1948. 

I am confident that the interest of our people in 
social security will continue this march of progress. 

Paul A. Dever 


Governor of Massachusetts 
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MONARCH LIFE INSURANCE COMPANY 


SPRINGFIELD -MASSACHUSETTS 
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SENATOR BRIDGES 


EpIToR, THE SPECTATOR: 

It is my conviction that life insur- 
ance is one of the greatest social and 
economic influences in our everyday 
life, and being available in some form 
to everybody in America, it is the 
most practical guarantee of the future 
welfare and happiness of the chil- 
dren of America. 


H. Styles Bridges 
United States Senator, 
New Hampshire 


SENATOR LODGE 


Boston. Mass. 
Epiror. THE SPECTATOR: 


The idea that every man who has 
the responsibility and obligation of 
caring for dependents should safe- 
guard the future welfare of those 
dependents by carrying life insurance 
to the extent that he can afford is 
indeed meritorious. It is equally ad- 
vantageous for a man without de- 
pendents to provide by means of life 
insurance or suitable annuities should 
sudden disablements rob him of his 
earning power. 

H. C. Lodge, Jr. 


U. S. Senator, Massachusetts 


CHESTER BOWLES 


Hartford, Conn. 
Epitor, THE SPECTATOR: 

Life insurance has a vital, double 
meaning to America today. To the 
individual who holds a policy, it is 
protection for him and his family: 
a guarantee of economic security for 
his wife, an education for his chil- 
dren, and a permanent home. Re- 
garded in this light, life insurance 
has become a protector of that basic 
unit in a democracy—the family. 

But life insurance has another deep 
responsibility in our society. As 
time has gone on, the savings of 
millions of Americans have gone into 
life insurance policies creating an 
immense reserve of investment cap- 
iial. In the hands of thoughtful, wise 
investors, this capital can become a 
prime mover in our country’s ex- 


panding economy. It can provide 
the credit with which manufacturers 
have been able to replace old equip- 
ment with new, to enlarge plants, 
and to evolve new industrial proc- 
esses. It can inject new energy and 
confidence into countless phases of 
our economy. An encouraging ex- 
ample of such forward-looking invest- 
ment is the entry of insurance capital 


into a new field of public service: the 


construction of badly needed low- 
rental housing. 

These are two great reasons why 
life insurance today is a key to the 
strength and security of our nation. 
It fills a basic need of the American 
family. It can also provide a never- 
ending source of vitality to our sys- 
tem of free enterprise. 


Chester Bowles 


Former Governor of Connecticut 














The upsurge of interest in non-cancellable 
Accident and Health insurance has focused 
the attention of progressive underwriters 
on our position of leadership in a special- 
ized field. 
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PREFERRED STOCK 


Prospects are the fieldman’s stock in trade. Preferred 
prospects are people who need life insurance and can 


Broad diversification of contracts gives Home Life 
agents entrée to all income groups and yields 
a consistently high ratio of return on their in- 
vestment of personal selling effort. 
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NEW YORK’S SENATOR LEHMAN 





© Nelson 


New York. N. Y. 
Epitor, THE SPECTATOR: 


I am glad to endorse the principle of financial in- 
dependence through life insurance. As a policyholder 
carrying a large amount of insurance, I know the sat- 
isfaction and contentment that come from life insur- 
ance. Cooperation and unselfish sacrifices of the many 
to mitigate the misfortune of the few should appeal 
to everyone interested in the welfare of the country. 
The stability of life insurance, I think, should be a 
source of pride to all of our citizens. 


Herbert H. Lehman 
U. S. Senator from N. Y. 
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MAYOR OF NEW YORK 


New York, N. Y. 


Epiror, THE SPECTATOR: 

Being of humble heritage, the son 
of a wage earner who had to strive 
mightily to maintain his family, | 
certainly recognize the surpassing im 
portance of life insurance as a bul- 
work against economic insecurity and 
family disintegration. Life insurance 
is the finest form of investment fo: 
the average man and virtually a ne- 
cessity for the man of larger affairs. 


However, the contributions made 
by life insurance to the American 
public go far beyond the primary 





purpose of protecting the insured and 
their families. As Mayor of the City 
of New York, I know that life insur- 
ance companies have a direct stake 
in municipal government, with large 
investments in sound city securities 
These investments have helped finance 
the construction of hospitals, high- 
ways, bridges, tunnels and many 


other civic improvements. 


Thus, life insurance performs a 
double function, providing securit) 
for the future and, at the same time 
contributing to the health and econ- 
omy of the community today. 


Vincent R. Impellitteri 
Mayor of the City of New York 
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DIRECTOR 
Rochester, N. Y. 


EpITOR, THE SPECTATOR: 


Life insurance provides a syste- 
matic savings plan with no risk as 
to loss of principal. It is the ideal 
investment for a man at every age. 


For the young man starting his 
career, life insurance creates an es- 
tate immediately and thereby pro- 
vides protection for his family before 
he had had an opportunity to ac- 
cumulate savings. After his income 
increases he can add to his protec- 
tion. In later years, after his family 
is grown, life insurance can be main- 
tained as part of his estate or upon 
retirement converted into an annuity 
to provide an income during the 
rest of his life. 


Marion B. Folsom 
Treasurer & Director 


Eastman Kodak Company 








RADIO STAR 


New York, N. Y. 


Epiror, THE SPECTATOR: 


It seems to me that life insurance 
should be a “must” in the over-all 
plans of any family man, or indeed, 
of any man who looks forward to 
being a family man. To me it seems 
the ideal way to ensure adequate 
protection for the family in the event 
of the untimely death of the provider. 


John B. Gambling 
“Rambling with Gambling” 
WOR Mutual, N. Y. C. 
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THAT’S EASY — 


@) He “hooked up” with 
the plan of liberal 
/| commissions and the 
generous production 
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° e 5 and persistency bonuses 
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Beubos 


NATIONAL LIFE 


Insurance Company, Montclair, N. J. 


RALPH R. LOUNSBURY, President 
W. J. SIEGER, V. P. & Supt. of Agencies 


LIFE e¢ ACCIDENT ¢ HEALTH ¢ HOSPITAL 
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UNION LEADER 


Epiror, THE SPECTATOR: 





































I carry as much life insurance as 
[ can possibly afford. Unfortunately 
in my younger days I was not able 
to carry much insurance. Those were 
dangerous days because I was bring- 
ing up a young family and endeavor- 
ing to educate them. If I had been 
called to the Great Beyond I do not 
know what would have become of mv 
family. I dread the thought of the 
heads of families dying without some 
insurance protection. Insurance, in 
my judgment—and I may be wrong 
—is putting money in the bank for 
the days of old age and death. Yes, 
we have Social Security, but it is 
not enough, and the more protection 
we have as we advance in years, the 
better. 


Daniel J. Tobin 

General President, International 
Brotherhood of Teamsters- 

Chau ffeurs-Warehousemen & 
Helpers of America 











Life-Health-Accident- 
Hospitalization Insurance are all necessary 


THE UNITED SELLS THIS COMBINATION 


For particulars write to WM. D. HALLER, 
Vice President and Agency Manager 


UNITED 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


es 
Concord, New Hampshire 








PUBLISHER 


New York, N. Y. 


Epiror, THE SPECTATOR: 


It seems to me that in these uncer- 
tain times no intelligent man or 
woman can fail to realize the impor- 
tance of adequate protection against 
untimely death or the advancing 
years that come to all of us. 

While the present program of gov- 
ernment seems to be a “cradle to the 
grave” security, a careful analysis of 
the program cannot fail to disclose its 
deficiencies and uncertainties. 

The intelligent person will not leave 
it to government to provide for the 


future, but will include in his own 
program of living, a plan of insur- 





ance guaranteed to meet his future 


needs. 


Edwin S. Friendly 


Vice-President, N. Y. World 
Telegram and Sun; President, 
American Newspaper Publishers 
Association 
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EDGEWATER BEACH HOTEL 
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Chicago 
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“INSURED” 
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GOVERNOR DEWEY 





Albany, N. Y. 
Epitor, THE SPECTATOR: 

I am happy to send warm greetings to the readers 
of The Spectator and all people engaged in the great 
and necessary business of life insurance. It is today 
more than ever obvious that life insurance is essential 
to our free way of life as well as to the economic 
structure of America. 

As you may recall, one of my first acts as Governor 
of New York was to recommend to the Legislature that 
the value of life insurance receive practical recognition 
at the hands of the State. The Legislature concurred 
and so today we have a law on our statute books 
allowing citizens wh® pay income taxes to deduct a 
reasonable amount of their life insurance premiums. 
This essential, important principle is a practical tribute 
to the value of life insurance. 

It is my own feeling, which I carry into action in 
my personal affairs, that life insurance, bought from 
savings, regularly maintained in a private company is 
the greatest asset an individual can have. By his own 
effort he has provided a kind of security for his family 
which government cannot equal, he has provided a 
reserve fund for himself and he has proved to him- 
self that he is a free man who has made good. Nothing 
could be a greater service to the individual or to our 
country. 

Thomas E. Dewey 


Governor of New York 








Reprinted by request from July, 1950 
“ULLICO Bulletin” 


WHAT IS THE MEANING OF 
“MY DAD?” 


As Said by a Little Boy 


He’s the man I run to greet on the way home 
from work . . . tired .. . an unread newspaper under 


his arm. Oh, but how he smiles! 


He’s the man at the table who talks of work 
and bosses. He asks for this and he’d like to have 
that. He’s served with the blessings of home. Some- 
times he may seem stern outside. But always he is 


warm inside. 


He’s the answer to my every question. He’s to- 
morrow before it comes . . . the hero of my little life. 


He’s the guide to the ball park . . . the loudest 
cheer, the biggest jeer . . . the protector against the 


rampant mob. 


He’s the hand on my shoulder, the arm of my 
future. He’s safety, tenderness and everything that’s 
right. 


He’s the ticket to a movie . . . the laugh shat 


sits alongside me. 


He’s the fixer in the house . . . the awe that 


spells my gaze. And his knowledge seems like God’s. 


He is lifter to my soul . . . the heart of all I do. 
And his finger points so straight—to what is right 
and what is wrong. 


He is my God dressed in street clothes. 


He gave me further proof yesterday. He saw 
Mr. Brown and bought that insurance policy which 
guarantees my college education. 


Yes, my Dad is quite a person. I guess he’d 
die to make me happy. And I am just a little boy. 


The UNION LABOR 


Life Insurance Company 
570 Lexington Ave., N.Y. 22, N.Y. 
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PAUL V. McNUTT 


New York, N. Y. 
EpiTtor, THE SPECTATOR: 

Adversity tests both men and institutions. When 
history records the events through which we have 
recently passed it will depict how investment in life 
insurance eased the strain and alleviated the distress 
of the individual. The stability of life insurance as an 
investment has been demonstrated in a time of great 
stress. 


Paul V. McNutt 
Lawyer and Statesman 
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Unique experience rating 


formula; conversion privilege 


for hospital and surgical expense 


| Ordinary, Paid-Up Age 65, 
GROUP PERMANENT: Annuities, Retirement Income 
| Ages 60-65 


| 
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| 
NON-CAN A & - 





Three plans: 


Two year, five year, ten year 


——— ee ai 


Insurance in Force December 31, 1949 $1,226,550,718 


| Continental Assurance Company 


EX Continental Companies Building, Chicago 4, Illinois 


Associates: &) Continental Casualty Company 


Transportation Insurance Company 
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EXECUTIVE 
New York, N. Y. 
Epiror, THE SPECTATOR: 


My views on the subject of insur- 
ance can best be shown by the fact 
that the Company of which I have 
been President has encouraged the 
participation of employees in various 
plans designed to lessen the financial 
burden arising from death, disability, 
sickness and accident and old age. 

At the present time our Company 
has outstanding group life insurance 





© Delar 


in excess of $72,000,000 for the bene- 

fit of its employees. During the past 
lad 

five years, payments for death and 

disability claims have exceeded $1,- 


300,000. 


I believe that life insurance is the 
best means of providing for a man’s 
family in the event of his death and 
is one of the safest plans for regular 
and convenient saving. Everyone 
should, to the extent of his ability, 
carry sufficient life insurance to pro- 
tect his family. 


Thomas A. Morgan 


President and Chairman 
of the Board, The Sperry 
Corporation 
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Some simple facts about 


Diabetes is a condition in which the body 
is unable to utilize properly the sugars and 
starches in food. This condition is due to 
a deficiency in the body’s supply of insulin. 
However, the use of insulin, made from the 





a result, diabetics usually live long and 
nearly normal lives. In fact, life expectancy 
for the average diabetic today is double 
what it was before insulin was discovered, 
and has increased even more for young 





pancreas of animals, has made the treat- diabetics. 
ment of diabetes increasingly effective. As 





















Medical science is constantly im- 
proving the treatment of diabetes. 
Different types of insulin, which vary 
in speed and duration of action, have 
been developed to meet the varying 
requirements of patients. A new type 
of insulin, now under trial, combines 
fast action with long-lasting effect. 


RESEARCH promises more effective treatments for diabetics 













There is continuing research on 
other phases of the disease. Work 
with radioactive isotopes and other 
studies offer the hope for further 
progress in treatment, and perhaps 
for the prevention of some cases of 
the disease. 














Sugars and starches cannot be util- 
ized satisfactorily by the untreated 
diabetic. As a result, sugar appears 
in the urine. Having periodic medical 
examinations that include a check 
for diabetes helps to insure early diag- 
nosis. If proper treatment is started 
at once, serious complications can 
usually be avoided. 

One recent survey showed that for 


DETECTION is quick, and easily accomplished 















every 4 persons known to have dia- 
betes there were 3 others who had it 
without knowing it. It is now possible 
for anyone who suspects diabetes to 
make a simple, inexpensive test at 
home for sugar in the urine. Kits for 
this test may be obtained at most 
drug stores. If the results of the test 
are positive, a doctor should be con- 
sulted for a complete examination. 




















Most doctors agree that the dia- 
betic himself largely determines his 
own future. Cooperation between 
patient and doctor, of course, is es- 
sential. Only the physician can de- 
termine whether or not insulin is re- 
quired, and in what dosage. He will 
also prescribe proper diet and advise 
about necessary exercise. 

Once the correct treatment is es- 
tablished, however, continued suc- 


TREATMENT is largely the patient’s responsibility 















cessful control of the disease depends 
mainly on the patient. He should be 
careful and faithful in following the 
prescribed instructions, and he 
should be alert for signs of possible 
complications. If the average diabetic 
observes these and other precautions, 
he can usually look forward to living 
a long life with almost undiminished 
activity. 











COPYRIGHT 1950—— METROPOLITAN LIFE INSURANCE COMPANY 











Metropolitan Life 
Insurance Company 


(A MUTUAL COMPANY) 





1 Mapison Avenurg, New York 10, N.Y. 


This advertisement is one of a continuing series spon- 
sored by Metropolitan in the interest of our national 
health and welfare. It is appearing in two colors in maga- 
zines with a total circulation in excess of 35,000,000 in- 
cluding Collier’s, Time, Newsweek, Saturday Evening 
Post, Ladies’ Home Journal, Good Housekeeping, Cosmo- 
politan, McCall’s, American Magazine, Woman’s Home 
Companion, National Geographic, Parents’, and Redbook. 
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EDUCATOR 
New York, N. Y. 


Epiror, THE SPECTATOR: 


Much has been said and written in 


recent years about individual se- 
curity, especially financial and social 
security. Life insurance, through its 
many plans for saving, offers a sound 


way for a man to give his family this 















security. 
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POSTAL PRESENTS | 
“ITS NEWEST ATTRACTION | 


Many times a child has been able 
to go to college because a provident 
father thought about the future and 
implemented his hopes by this wise 
method of saving. One always thinks 
he is able to save and build up fi- 
nancial security through  self-dis- 
cipline; but human nature almost al- 
ways requires a “dead-line” on the 
schedule. 


Life insurance offers the schedule 


CC CCCCccccce 





Oe CG eet 
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LIKE WHAT WE'VE 
BEEN LOOKING FOR. 

WHAT IT'S ALL ABOUT: 











































| POSTAL LIFE 


INSURANCE COMPANY 
511 FIFTH AVENUE, NEW YORK 17, NEW YORK 
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plus the interest rate. This method 
has provided security for millions of 
citizens in our country and has helped 





© Hague 
to maintain individual reliance in our 


democracy. 


Alvin C. Eurich 


President, State University 
of New York 


AGENCY HEAD 
New York, N. Y. 
Epiror. THE SPECTATOR: 


For many years I have been man- 
aging and advising the Conover Girl 
in various careers, and have always 
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pointed out to them that insurance is 
a security safeguard in any career 
Some of my basic reasons follow: 
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1. Proceeds received through life 
insurance are the only certain money 
that can be depended upon. There is 
no fluctuation and there is definite 
assurance of the amount. 


2. The optional benefits give life 
insurance greater elasticity and can 
be arranged in accordance with one’s 
personal wishes. 


3. The tax savings obtained 
through life insurance and the ex- 
emptions are an important advantage. 


4. I favor life insurance in prefer- 
ance to general estate because there 
is so much more you can do with 
general life insurance than with gen- 
eral estate. 

5. Just as important as it is for a 
man of means to have a lawyer for 
his legal problems and an accountant 
for the mathematical features of his 
business, so it is with having a capa- 
ble life underwriter regulate your life 
insurance estate to gain all the bene- 
fits to which he is entitled. 


Harry Conover 
Harry Conover Mode! Agency 


J. EDGAR 
HOOVER 





© Harris & Ewing 


Washington, D. C. 
Epitor, THE SPECTATOR: 


During the past century we have witnessed a pro- 
gressive development of life insurance to the point 
where every thinking individual recognizes its benefits 
and wants its protection. Today it represents family 
security and solidarity to millions. Besides providing 
for the exigencies of the future it is significant that 
life insurance acts as a personal stabilizer for our 
citizens by promoting thrift and economy. 


J. Edgar Hoover 
Director, F.B.I. 











North American Reassurance Company 


J. Howard Oden, President 


110 East 42nd Street New York 17, N.Y. 





LIFE REINSURANCE EXCLUSIVELY 
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COMMISSIONER MEAD 


Epitor, THE SPECTATOR: 

No sensible man who carries the responsibilities of 
dependents or of a family can afford to deny those he 
loves the protection offered by an adequate life insur- 
ance policy. 

I carry insurance not only for sentimental reasons, 
but because it is a sound investment practice. Espe- 
cially for those who are in the lower income brackets, 
life insurance is sound economic protection. 

I know of no investment which can yield richer 
returns in contentment and peace of mind. 


James M. Mead 


Member, Federal Trade Commission 








For Those 
Special Needs 


that are best covered by term insurance, Guardian repre- 


sentatives have a new series of 


Low-Premium 
Term Policies! 


(5—10—15-—20 Year and Term to 70) 


Added to a kit that provides a wide range of permanent 


protection plans, they enable Guardian’s field force to offer 


> 


a very attractive “buy,” whatever the client’s need may be. 


AND—to make the protection picture complete, 
Guardian’s unique $10 per month per $1,000 
disability income provision is available with 


all of these contracts. 


The GUARDIAN 


LIFE INSURANCE COMPANY 


OF AMERICA 


50 Union Square New York City 
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EDDIE RICKENBACKER 
New York, N. Y. 


Epitor, THE SPECTATOR: 

Life insurance, in my opinion, has 
always been an absolute necessity fo: 
the American family and its mem- 
bers. In fact, it contributes to the 
American family—as much as to the 
American home—in frugality, st: 
bility and security. 

Life insurance should start with all 
teen-age youth and should be pro- 
moted and inspired by the parents in 





order to instill in their children, while 
they are still young, the value of “a 
penny saved is a penny earned” to the 
maintenance of a life insurance pol- 
icy. In this way, the burdens of ill- 
ness, accidents and old age are guar- 
anteed protection. 


Capt. Eddie V. Rickenbacker 
President, Eastern Air Lines 


SENATOR MARTIN 


Epitor, THE SPECTATOR: 

Life insurance has been instrumen 
tal in teaching Americans the habits 
of thrift, of protecting the future of 
the home and of the families of pol- 
icyholders, and of providing against 
the unpredictable hazards to the we!- 
fare of the policyholders themselves. 


Edward Martin 


U. S. Senator from 
Pennsylvania 





bLobr 

I; 
ance 
best 


first 





reac 


the 








Zz 





ASSOCIATION HEAD 
New York, N. Y. 


Epitor, THE SPECTATOR: 

In my humble opinion, life insur- 
ance is one of the best if not the 
best of man’s “ancltors to windward.” 

I recall very vividly taking out my 


first life insurance policy soon after I 





reached the age of 21 years. Over 


the intervening years until now 





SERVICE from branches lo- 

cated in more than 20 coun- 
tries, including 50 offices in the 
United States, the SUN LIFE 
ASSURANCE COMPANY OF 
CANADA has won universal 
recognition for the diversity of 
its comprehensive life insurance 
and annuity plans. The specific 
needs of men, women and chil- 
dren under widely differing cir- 
cumstances are taken care of, 


F serv FOR WORLD-WIDE 


I have periodically increased the 
amount of my life insurance policy, 
frequently in the earlier years strain- 
ing my every financial resource to 
its limit in order to achieve the added 
protection. 

In recent years, my life insurance 
has been a substantial protection for 
the various corporate structures in 
which I am interested and I have, on 
many occasions, used my own insur- 
ance experience to advise younger 
men on the course they should follow 
in providing for their family or busi- 
ness futures against unforeseeable 
troubles. 

Claude A. Putnam 
President, 


National Association of 
Manufacturers 


FRED WARING 


Epiror, THE SPECTATOR: 

To me, life insurance is a common- 
sense necessity of benefit to both 
young and old. Either as a means of 


investment and saving, or as a means 
of accepting one’s responsibilities in 
full, life insurance is as necessary 


r a 





as other fundamental needs of pres- 
ent-day living. 
Fred Waring 


Orchestra leader of the 
well-known “Pennsylvanians” 















A WELL-BALANCED COMPANY 


“the balance 


will decide the matter” 


THOMAS FULLER 
English Philosopher 














In all matters, the making of a sound 
decision calls for the consideration of 
all influencing factors. In appraising 
a life insurance company, past achievement, 
present progress and future opportunity 
must be weighed in the balance. 


and a variety of optional policy 
privileges offers valuable alter- 
natives to safeguard the interests 
of the beneficiary. 





More than One and a Half 


Million Policies in Force bE : 
Such consideration will reveal that in 


every respect Fidelity is a 
well-balanced company. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA + PENNSYLVANIA 


SUN LIFE ASSURANCE COMPANY 
OF CANADA 


IIA 
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Epiror, THE SPECTATOR: ly as his responsibilities accumulate —_cash-surrender values are important SE 
; f and his means permit. As the years _ sources of recourse in times of finar- 
When a man marries, the best evi- go by, he will realize that his life in- 
dence of his sense of responsibility to surance has not only contributed to LD 
his family and to society is a life his own personal satisfaction for a 
insurance policy. He should add to duty well performed, but the accumu- on 
the amount of his insurance as rapid- lations represented by its loan and al 
Thomas E. Braniff 
President, Braniff 
Airways, Ine. 
BRANIFF AIRWAYS DC-4 IN FLIGHT : cs 
cial stress. Life insurance should be 
a “must” in every man’s life. 
and 
the 
I 
thes 
THE VOLUNTEER STATE LIFE ; 
furt 
an i 
INSURANCE COMPANY m0 
futu 
pea 
“Serving the South from ar 
Virginia to Texas” : 
insu 
it as 
Life Insurance In Force in Excess of fam 
$168,000,000 . 
Assets in Excess of j 
$46,000,000 xy | 
co See hee i Epr 
nA REPUBLIC NATIONAL LIFE [ja 
CHATTANOOGA 1, TENNESSEE Bho ts 
INSURANCE COMPANY iw 
| THEO. P. BEASLEY, President life 
CECIL WOODS HOME OFFICE DALLAS, TEXAS oa 
President Life insurance in force exceeds $305,000,000.00 iasien 
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SECURITY ADMINISTRATOR 
Washington, D. C. 


EpIToR, THE SPECTATOR: 


Since the beginning of civilization, 
people have put aside a part of one 
year’s plenty for a time of scarcity 





and a part of one year’s harvest for 
the next year’s planting. 

Life insurance today meets both of 
these purposes. 

But life 
further than these. 
an investment for gradual growth and 


insurance 
It is more than 


goes even 


more than a gradual saving against 
future need. Life insurance brings 
peace of mind not only for the future, 
but for the present as well. 

I am a firm believer in private life 
insurance, and I sincerely recommend 
it as a step toward security for every 
family. 

Oscar R. Ewing 


Federal Security 
Administrator 


BUSINESSMAN 
New York, N. Y. 


Eviror, THe SPECTATOR: 


The Air Age is bringing changes 
to many American habits of life. But 
it will not change the importance of 
life insurance to the individual and 
to the home. The necessity for safe 
investment and protection remains. | 
ipprove the principle of life insur- 


ance, and I am glad to recommend it 

for its financial soundness and its 
emphasis on self-reliance. 

Jack Frye 

Chairman of the Board 

General Aniline & 

Film Corporation 


AIRLINES PREXY 
New York, N. Y. 
Epitor, THE SPECTATOR: 


Life insurance has become an es- 


sential part of our economic structure. 
As a method of saving and as a pro- 
tection against chance misfortune, it 
is a prime investment. There can be 
no question, too, that possession of 
life insurance has a stabilizing influ- 


ence on us all. 


Juan T. Trippe 


President, Pan American 
World Airways 
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THERE’S A REASON 


For our rapid growth. ... 
Liberal General Agency Contracts 
Attractive Settlement Options 
Cooperative Underwriting 
Competitive Rates 


. are buta few... 


A talk with us should prove of interest to you. 
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INSURANCE COMPANY © PHILADELPHIA 7, PA. 


Established 1906 WILLIAM ELLIOTT, President 
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Excellent Opportunity . ws 
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A Company with the personal touch — a ratebook 
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full of policies you will enjoy selling. 














Let us tell you more about our plans for greater | 
expansion. 


General Agency territory wert 
in Pennsylvania and Maryland 


For information write to 


Robert Merriman, President 
Scranton Life Insurance Company 
Scranton, Pa. 


SCRANTON LIFE INSURANCE CO. 


SCRANTON, PA. 
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AUTHOR 
New York, N. Y. 


SAFETY MANAGER 
Burlington, N. J. 


Epiror, THe SPECTATOR: Eprror, THE SPECTATOR: 


That act of sharing the work of 
creating security for the individual 
through the combined efforts of mil- 
lions is the heart of the institution of 
life insurance. 


I believe in life insurance as a safe 
investment in the future, insuring to 
the benefit of my family, as well as an 
immediate protection. 


W.F. Wood 


Safety and Insurance Manager 


U. S. Pipe and Foundry Co. 


Bruce Barton 
Author, Lecturer, Publicist 
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COMMONWEALTH 


Commentary 





LET FREEDOM RING! 


The ringing of the freedom bell in Berlin . . . The freedom 
crusade which preceded it . .. The reawakening of Americans 
to the fact that the whole world is still far from realizing 
its hopes for universal freedom . . . All these things are 
encouraging symptoms. 


We in the life insurance business in America have an un- 
paralleled opportunity to contribute toward the great effort 
being made in the direction of universal freedom. We are 
in a position to make a contribution to this effort which can 
materially affect the progress which will be made in gaining 
universal freedom. 


The life insurance man, in his daily work among the American 
people, at all levels of society, has the unique opportunity 
of influencing people in those directions which can quite 
easily mean the difference betweqgn success and failure in 
the world wide effort toward freedom: Since the success of 
this effort depends to a very large degree upon the strength 
of the American economy, the provident manner in which 
the average American invests his means and utilizes his 
income takes on a very great significance and plays a vital 
role in the great drama now being enacted. 


An America that is strong, an America whose economy is 
sound can be a beacon guiding an unsettled world from 
darkness into light. Let all of us engaged in the business of 
marketing and servicing life insurance examine the vital 
part we are playing in this great drama. Let us recognze 
the seriousness of the work we are engaged in, and let 
us constantly strive to improve our service in every respect. 
In doing so, we will serve the cause of world freedom in a 
very real way. 


COMMONWEALTH 


LIFE INSURANCE COMPANY 


LOUISVELRLE © MORTON BOYD, President 
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INSURANCE MANAGER 
Bethlehem, Pa. 


EpiTor, THE SPECTATOR: 


I can think of no simpler way of 
stating the proposition than . . . find 
the country whose citizenry has the 
largest per capita investment in life 
insurance and there you will find the 
people who have attained the greatest 
social and economic gains. 


W. J. Steidle 
Insurance Manager 
Bethlehem Steel Co. 


HAROLD E. STASSEN 
Philadelphia, Pa. 


Epitor, THE SPECTATOR: 


Life insurance has without ques- 
tion served as a stimulant to the 
courage and self-reliance of individu- 
als that they might set forth on the 
building and developing of their own 
chosen field of activity. 

There can be no question but that 
the security obtained through the in- 
stitution of insurance has been a fac- 
tor in the decisions of countless men 
to take a chance in courageous de- 
velopment of an idea, or the follow- 
ing of an inspiration. This courageous 
initiative of individual men and 














women, multiplied throughout the 
nation, is the very life blood of the 
stream of progress. 


Harold E. Stassen 
President of University of 
Pennsylvania and former 
Governor of Minnesota 











Epiror, THE SPECTATOR: 

Throughout my life | have seen so many instances 
in which the proceeds of life insurance policies were 
the only source of relief from financial worry in time 
of emergency or in old age, that I feel life insurance 
must be an integral part of any well conceived plan 
for economic security of the family or the individual. 


James H. Duff 


U. S. Senator from Pennsylvania 








EDUCATORS 


MUTUAL INSURANCE COMPANY 
Lancaster, Penna. 
Presents the finest in Professional and Asso- 
ciation Group . . . Hospitalization . . . Monthly 


Premium . . . Intermediate . . . Non-Cancellable. 


Modern, clear-cut policies . . . Liberal Commission 


Founded 1910 





SENATOR 


JAMES H. DUFF 





The South's Oldest Life 
Insurance Company offers 
up-to-the-minute facilities 
and stability second to 
none in writing and 
servicing 


Life Insurance 
with waiver-of-premium 
disability 
and double indemnity 


Annuities 


all forms of 
Group Insurance 
including Life, Accident. 
Health and Hospitalization 


Group Pension 
Plans 
on as few as ten lives 


LIFE 


Insurance Company 


of 
VIRGINIA 


Established 1871 
Richmond, Va. 


Robert £. Henley, President 
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PERSONNEL DIRECTOR 


Epitor, THE SPECTATOR: 

I am a friend of life insurance. | 
bought my first life insurance policy 
while a senior in college. 1 consider 
that the 
financial move I will ever make in my 


most important personal 
lifetime, for it made me aware of the 


vast security and estate-building pos- 


sibilities of life insurance. 
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| have become more than ever a 
friend of life insurance as a result of 
my personal experiences. Every week 
I talk with people who are in serious 
financial straits that wise life insur- 
ance purchases would have _pre- 
vented— 

The 55-year-old widow of a re- 
sponsible production foreman whose 
untimely and _ virtually uninsured 
death forces her to seek a livelihood. 


The 60-year-old business executive 


whom a merger has forced out of a 
job. He has virtually no financial 
resources for he has always lived up 
to his income. A sound life insur 
ance program started 30 years agv 
would have given him the basic un- 
derpinning that he so desperatel 
needs now. 

The young widow with children 
who is able to hold a job, but whos: 
net gain will be almost wiped out 
after she pays a housekeeper to tak: 
care of the children. 

The 40-year-old successful junio: 
executive who has waited 15 years to 
buy the house that he and his famil) 
want, but who has no cash resources 
on which to draw the required down 
If he 


insurance program 15 


payment. had commenced a 


sound life 





© N. Y. Times 


years earlier, his cash values by now 
would have been sufficient for him to 
make the low interest loan that he 
needs. 

The 47-year-old executive who suf- 
fered a complete breakdown and will 
never again be able to work. Had he 
had a proper life insurance program 
his policies would continue in force 
and go on piling up cash value which 
would have meant the difference be- 
tween his present privation which his 
family is enduring, and the straitened 
but decent circumstances that such a 
life insurance program would have 
given him. 

Edward J. Pelz 


Personnel Director. 
New York Times 
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SENATOR O’CONOR 


EpiTtor, THE SPECTATOR: 


It would seem hardly necessary in 
these days, to commend the idea of 
life insurance. Everyone has been so 
thoroughly educated to its advantages 
that there is little more that can be 
said in its behalf. 


Many of us who remember the 
financial chaos of the years following 
1929, realize with especial force the 
stability of a life insurance estate, as 
compared to practically every other 
type of estate. I believe that every 
man and woman should try to have 
all the life insurance they can man- 


age to carry. 


Herbert R. O’Conor 
U. S. Senator from Maryland 


DELAWARE’S GOVERNOR CARVEL 


Dover, DEL. 


Epiror, THE SPECTATOR: 


Ever since I have been working for a living, I have 
Cc =) 


been carrying life insurance. I sincerely believe that 


this form of insurance is important to the security of 


our nation, because it provides assurance for the 


future. 


I would recommend to any young person just 


beginning a business career that he carry sufficient 


insurance to provide for the things he wants for his 


family and himself in the future. 


Elbert N. Carvel 


Governor of Delaware 

















Montgomery, Alabama 


Not too old—Not too large. 


Its age and size make it one 
of the better companies for 
agency opportunities. 
Address inquiries to: 

W. CLYDE JENNINGS, Pres. 
Executive Offices 
10 East Fayette St., Baltimore 2, Maryland 




















SENATOR HERBERT R. O'CONOR 


| HAVE FOUND THAT... 


6 
PAN-AMERICAN AGENTS GIVE THE BEST 


Suwiew 
Pan-American Agents have a real 
desire to serve their clients. What's 
more ... they’re armed with 
competitive merchandise, flexible 


underwriting, sales aids . . . all giving them 
a better chance at success. 


By careful selection and training of its 
representatives, Pan-American’s clients are 
served only by men and women thoroughly 


competent—trained to give intelligent 
insurance counsel. Their desire to serve is 


intensified by a plan for compensation 

which gives greater recognition to 

those who perform their work exceptionally well 
and render outstanding service. 







For Information Address: 


CHARLES J. MESMAN 
Superintendent of Agencies 






CRAWFORD HW. ELLIS 


President 
Guastne Yas tei PAN-AMERICAN 
KENNETH 0. HAMER LIFE INSURANCE CO 


Vice President & Agency Director 


NEW ORLEANS, U.S.A. 
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south atlantic states 














GOVERNOR TUCK 


RicHMonp, Va. 
Epriror, THE SPECTATOR: 


Life insurance has proved to be 
the safest and most systematic means 
yet devised whereby the average in- 
dividual may lay aside a portion of 
the fruits of his labors to safeguard 
his own future and at the same time 
to provide for the security of those he 


holds dear. For the ordinary person 
to be without is it to flirt with the 
treachery of adversity. 


Wm. M. Tuck 


Governor of Virginia 


GOVERNOR PATTESON 


CHARLESTOWN, W. Va. 
Epitor, THE SPECTATOR: 


From the increased amount of life 
insurance in force, it is evident that 








© 





AUGUST 1950 


Over $700 MILLION 
LIFE INSURANCE 





© 
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the people are recognizing their so- 
cial obligation to provide for their 
families in case of unforeseen events, 
and are meeting this obligation 
through the purchase of life insur. 
ance. Thus, in the typical American 
tradition, the people are guaranteeing 
their economic independence. 


Okey L. Patteson 


Governor of West Virginia 


SENATOR HOLLAND 


Epitor, THE SPECTATOR: 

It has been well said that “Life 
insurance is something a rich man 
can afford to carry, and a poor man 
cannot afford to be without.” No 
single business affords greater help 
in time of need, or makes more sys- 
tematic and scientific preparation for 
meeting its obligations. Through de- 
pression and expansion alike, it has 
remained the most steadfast of our 
great financial institutions. 





Although its activities have ex- 
panded until the payments to living 
policyholders are twice that to bene- 
ficiaries of those who have died, the 
protection of dependents must always 
be the primary object of life insur- 
ance, with disability indemnity sec- 
ondary, and the investment features 
of the least importance, though by no 
means inconsequential in themselves. 


Spessard L. Holland 
U. S. Senator, Florida 
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APPROACHING 
FIFTY 


On January 1, 1951, this Company enters its 50th 


year. 


As life insurance companies go, this makes us a 
comparative youngster, but folks do say that we’re 


right big for our age. 


With around two and a half billion of life insurance 
in force, including no Group or Reinsurance, and 
all produced by our own full-time agency force, we 


are among the top sixteen companies in the U. S. 


There’s going to be plenty to celebrate in 1951. 


The. NATIONAL LIFE_AND 
ACCIDENT INSURANCE CO. I< 


INATIONAL 
1 *# C. R. CLEMENTS, Chairman of the Board iigaeue EDWIN W. CRAIG, President * Kt 


Norcre NT 
~NSUMAN t 


_ 


















Home orice NATIONAL §LOG. 
NASHVILLE Say TENNESSEE 
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SENATOR MAYBANK 


Epiror, THE SPECTATOR: 

It is the duty and responsibility of 
every American to safeguard the 
future, the welfare and happiness of 
his family, and as far as possible to 
assure independence for himself in 
adversity and old age. I know of 
no better way to achieve these aims 
other than through a life insurance 
program. 


Burnet R. Maybank 


U. S. Senator from 
South Carolina 


SENATOR RUSSELL 


Epitor, THE SPECTATOR: 

Life insurance has contributed as 
much or more than any other single 
factor to the establishment of the high 
standard of living enjoyed by the 
American people. 

Not only is insurance one of the 
best investments that anyone may 
make, but through insurance we may 
create security and protection for 
those for whom we are responsible. 


Richard B. Russell 
U. S. Senator from Georgia 





Serving— 
Alabama 
Mississippi 


Tennessee 


Complete Life 


Protection 





COLUMBIAN MUTUAL LIFE 
INSURANCE COMPANY 





“Its Home Denotes Its Standing” 


Columbian 
Mutual 
Life 


Tower 








SENATOR KEFAUVER 


Chattanooga, Tennessee 
Epiror, THE SPECTATOR: 

In expressing my approval of li‘e 
insurance as a means of thrift and 
economic stabilization I would like 0 
quote Benjamin Franklin who te- 
marked that: “A policy of life insur- 
ance is the oldest and safest moce 
of making certain provision for one’s 
family. It is a strange anomaly thot 
men should be careful to insure their 
houses, their ships, their merchan- 
dise, and yet neglect to insure their 
lives, surely the most important of all 
to their families, and more subject to 
loss.” 

Today life insurance is one of the 
mainstays of the American economy. 
More people than ever before realize 
the protection and savings that may 
be obtained through this medium. 
The facts speak for themselves. [1 
1949 more people bought life insur- 
ance and more people owned life 
insurance than in any previous year 
in the history of our country. Total 
life insurance in force in 1949 was 
almost twice the amount in force in 
1939. Eight out of ten families now 
have some life insurance. In fact, 
more families own life insurance than 
own their own homes, United States 
Savings Bonds or have savings ac- 
counts. This is a great achievement 
for a great institution. 


Estes Kefauver 
U. S. Senator from Tennessee 





A Salute to a 
Pilot Leader: 





Pilot’s Shelby, N. C., 





C. R. WEBB 


General Agent —C. R. Webb — is celebrating his 
25th Anniversary with the company this month. 
Mr. Webb has won every individual and agency honor accorded by the 
company and his Shelby Agency has consistently ranked among 


NORTH CAROLINA 


O. F. Srarrorp, President 


During this time, 


our agency leaders year after year. 


Associated with Mr. Webb are several outstanding life underwriters who 
were recruited by him and who have completed the company’s 

thorough training program, which includes home office schools, as well 

as the life insurance marketing course at Southern Methodist University. 
We pause to honor Carl Webb and to wish for him many more years of success. 


Bite Life Insurance Frayfony 


GREENSBORO, 



















1950 
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GOVERNOR TALMADGE 


Epitor, THE SPECTATOR: 
I believe those of us in the legal profession are the 





© Harris & Ewing 


best apostles for life insurance. We have been im- 
pressed time and again with the familiar pattern of 


tragedy which nearly always accompanies loss of a 
family breadwinner when he is needed most. 

Usually he has a wife and one or more children and 
is just getting started on the road to a full life when 
the unexpected happens. The home is not paid for and 
the children are just at an age when their requirements 
are greatest. 

Just the other day a friend of mine who has been in 
the insurance business for many years told me, “Well, 
I’m going out now to carry Jack’s widow a check. You 
know I had to work on him several weeks before | 
finally sold him this policy. Now I’m paying it off 
in less than five months. His death was certainly a 
shock to everyone.” 

From my observation certainly the greatest satis- 
faction insurance people ever get from their work is 
when they can call on beneficiaries and let them know 
that they have been provided for by a thoughtful 
loved one. 

We lawyers know that far too often this is not the 
case. I strongly urge all young married men and 
others who look forward to having.a family some day 
to discuss their personal insurance needs with an ex- 
perienced agent. You will never regret it. 


Herman E. Talmadge 


Governor of Georgia 
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KENTUCKY CENTRAL 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


Home Office: Anchorage, Kentucky 


x *k * 


Over 48 years of 
Service to 


Policyowners 


y @-9 


District Offices in all principal cities of Kentucky, 
Ohio, Indiana, West Virginia, Pennsylvania and 
Delaware. 
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GOVERNOR W. KERR SCOTT 


Raleigh, N. C. 
Epiror, THE SPECTATOR: 

I feel that the institution of life insurance has been 
an important factor in the development of this State. 
Through life insurance a man is enabled to set aside 
a part of his earnings to provide against possible 
future misfortunes. It is particularly important for a 
man with a family to protect his wife and children, 
as far as he is able, against loss of income in the event 
of his death. This I regard as the fundamental pur- 
pose of life insurance. Life insurance is also a means 
of providing against old age and of building up funds 
which can be drawn on in case of financial necessity. 

Life insurance dollars do double duty, for before 
they are needed to pay claims, many of them have 
been put to work through purchases of bonds and 
through loans to owners or builders of homes, apart- 
ments, and other buildings. In this way also, our 
State has benefited. 

I consider a life insurance policy to be one of the 
best investments that a man can make. 


W. Kerr Scott 
Governor of North Carolina 
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Live Wires... 


are everywhere in the great Volunteer State. 

Some give us aluminum pots and atom bombs. 
Others, the high-powered human ones, spark Southern 
progress in the mills, on the farms and in better living. 

Thousands of these “live wire” families depend on 
LIFE OF GEORGIA for emergency protection against life’s 
power failures. Some 377 LIFE OF GEORGIA men and 
women ... Tennesseans all .. . help keep the lights 
burning in Volunteer homes! 
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SENATOR JOHNSTON 


Epiror, THE SPECTATOR: 


It has come to my attention that 
you are dedicating one of your issues 
each year to the program of Life 
I think that this a great 
work you are doing and | want to 


Insurance. 


lend my sincere endorsement to this 
issue of your paper. 


Life Insurance has meant so much 


when I was seventeen years of age 
and had begun the business of run- 
ning a newspaper and I| have con- 


profession and certainly enables him 
to safeguard both his estate against 
insolvency and his family against de- 
pendency. 

I feel that every young man should 
be encouraged to take a reasonable 
amount of life insurance and cer- 
tainly the obligation rests upon the 
man who is married or has a family 
to make this sort of provision for 
their future security. 


t to me that during my service in Clyde R. Hoey 
. France in the First World War I con- United States Senator from 
s tinued to send my insurance payment North Carolina 
S home on each quarter so that my 

family would be fully protected dur- 
2 ing this time. SENATOR NEELY 
‘ Olin D. Johneton EpiTror, THE SPECTATOR: 


al 


Weekly Premium Admitted 

d i i Debit Income Assets 

Large Commissions SONG micertoae. i $ 24,659 $ 1,098,836 $ 581,214 

J . Pst 40,760 1,675,307 yo 

RGM eme 67,821 2,845,531 1,402,872 

Steady Renewals BONO isos os tend 96,351 4,270,453 2;303,780 

= J S d d r . _ eee 139,239 6,326,511 eter 
= Oe RRS 173,896 7,900,163 4,176,850 
FL tandar Policies ai ‘ ee REA ee 218,883 9,917,489 4,957,086 
F) (rates and provisions competitive with ee ee 266,008 11,942,645 6,114,893 


~ 


United States Senator from 
South Carolina 


SENATOR HOEY 


Epiror, THE SPECTATOR: 


I have always been a believer in 
life insurance. I took my first policy 





tinued through the years to add to 
the amount of insurance which I 
carry. 

I think life insurance does much 
to stabilize a man in his business or 


In my opinion, every day in the 
year life insurance is as indispensable 
to the security of the family as ade- 
quate defense is to the security of 
the nation during the present crisis 
which is rocking the world like a 
cradle. 

M. M. Neely 
U. S. Senator, West Virginia 








pany in the U. S.) 


¥ A Sound Company 
ity). 


_ Agents! Do You Want— 


every old line legal reserve life com- 


¥ Brand New Territories in 
Texas and Oklahoma 


($126 in assets for every $100 of liabil- 


National Equity Life has operated in the South for 27 
years, and is now expanding into Texas and Oklahoma. 
This may mean unusual opportunities for you. 


Write today for full information. 


7d H ce. Net Policy Capital Surplus Insurance 
Special Policies Reserve Stock In Force 
{two of them, both sure-fire best see $ 314,938 $100,000 $148,031 $ 18,122,476 
sellers). 1943 ....... 455,478 200,000 200,294 27,475,251 
~° 746,339 300,000 293,796 46,710,967 

° a GONE! Gcvnces 1,139,289 500,000 418,179 66,914,489 

¥ Established Territories in the alee 1,843,430 500,000 346,230 108,493,503 
South 1947 ....... 2,450,719 500,000 565,354 128,228,718 

ou oe re 3,272,239 500,000 445,996 169,780,578 
ce 4,342,851 500,000 478.102 196,226,585 


GROWTH OF THE COMPANY FOR 
THE PAST 8 YEARS 


INCREASE IN PREMIUM INCOME $10,843,809.00 IN 
7 YEARS 


INCREASE IN INSURANCE IN FORCE $178,104,109.00 
IN 7 YEARS 


THE COMPANY HAS $119.04 IN ASSETS FOR EACH 
The Nation’s Largest Insurance Company 


Writing Weekly Premium Insurance Only 
Operating in Florida, Georgia, Alabama and South Carolina 


The Independent Life and Accident 
Insurance Company 


$100 LIABILITY 


Jacksonville, Florida 


OFFICERS 
C. G. Snead, President J. F. Bryan III, 2nd Vice-Pres. 


NATIONAL EQUITY LIFE INS. CO. 


Little Rock, Arkansas CC. E. Lowry, Pres. 1. A. Howard, 3rd Vice-President J. 8. Young, “Asst. Becy.-‘Tress. 
m= at 
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CHARTERED 





Our record 


of accomplishment 
is a monument 


to our men 


in, the field 


MONUMENTAL LIFE 
“INSURANCE COMPANY 


HOME OFFICE ¢ CHARLES & CHASE STS. © BALTIMORE 











‘NOT BY IDLE CHANCE—“ 


1. *Earned highest rate of interest in 
1949 on mean invested assets among 
United States life insurance Com- 
panies with as much as 100 million 


in force. 


2. *Paying highest rate of interest on 
funds held in trust for policyholders 
and beneficiaries. We have not paid 
less than 4% since organization in 
1907. 

* 


JEFFERSON STANDARD 


Life Insurance Company 
GREENSBORO, N. C. 


* From published statistical reports 
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GOVERNOR WARREN 


TALLAHASSEE, FLA. 


EpiTtorR, THE SPECTATOR: 


A major concern in our Twentieth Century economy 
is how to provide security for the individual agai.-t 
the hazard of helpless human dependency. Life in- 
surance annuities have done much to reduce this so- 
cial problem. And life insurance represents, in true 
American fashion, a cooperative effort combining thie 
spirit of free enterprise and the initiative of progre-- 


sive peoples. 


More than half of Florida’s citizens, along with mil- 
lions of other Americans. have life insurance protec- 





tion. These policyholders have reason to be proud of 
the stewardship of their companies—and of the insti- 
tution of life insurance. itself. For, as we all realize. 
life insurance encourages in American families the 
habits of responsibility. self-sacrifice, and thrift, an¢ 
spiritual values. All these are essential if America 
is to remain the home of free men and women. 


Fuller Warren 


Governor of Florida 
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OHIO’S SENATOR TAFT 


Cincinnati. Ohio 
EpirorR. THE SPECTATOR: 


Investment through life insurance makes our in- 
dustrial progress free and independent, with the 
initiative and determination so characteristic of past 


American growth. 


Life insurance is not only an economic benefit. 


but a social benefit. Obviously it prevents depen- 





dency, and makes men and women secure. It is 
unfortunate that it was not even more extended in 
1929, when the depression of that year brought so 
many millions of Americans to poverty, and im- 
pressed on the United States the necessity for gov- 
ernment old age pensions to take care of those who 
were not taken care of by life insurance and other 


Savings. 


Robert A. Taft 


United States Senator from Ohio 











MONTGOMERY, ALABAMA 


Not too old—Not too large 


Endorsed by all who really know, 
whether oalenatnee or employee. Its 
age and size make it one of the better 
companies for agency opportunities. 


Why not get acquainted? 


Address inquiries to: 


W. CLYDE JENNINGS, President 


Executive Offices 
10 E. Fayette St., Baltimore 2, Maryland 























An Honor Earned 


The following Pennmutualists have newly ac- 
quired the designation of CLU from The American 
College of Life Underwriters: 

R. Starr Northrop, Jr., CLU, Fresno, Calif. 
Ralph E. Myers, CLU, Los Angeles 

J. Dodge Hampel, CLU, Champaign, III. 
Kenneth L. Keil, CLU, Springfield, Ill. 
Walter F. Lockwood, CLU, Evansville, Ind. 
Henry K. Duke, CLU, Cumberland, Md. 
George L. Chapman, Jr., CLU. Toledo, Ohio 
Robert L. Smith, CLU, Harrisburg, Pa. 
Harry A. Abrams, CLU, Philadelphia 
Richard P. Hart, CLU, Philadelphia 
Jerome H. Pennock, CLU, Philadelphia 
Frederick K. Stewart, CLU, Chicago 


In addition, two Pennmutualists have passed all 
CLU examinations but have not yet met the field 
experience time requirement: 

Harry Phillips, III], New York City 
Arthur E. Hendrix, Raleigh, N. C. 


The PENN MUTUAL 
JE INSURANCE COMPANY 


| ‘udependence Square, Philadelphia 
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OHIO’S GOVERNOR LAUSCHE 


Columbus. Ohio 






Eprror, THE SPECTATOR: 








In the ever-changing background of social and eco- 
nomic functions, this country must place its depen- 
dence on insurance as a bulwark against uncertainty 
and disorder. Insurance is playing a very important 
part in the protection of the lives and property of the 
citizens residing in this State and nation. 









The future of insurance is certain if companies con- 





tinue to be conservatively managed and understand- 





ingly supervised by the insurance departments of the 





several States. 





Frank J. Lausche 


Governor of Ohio 






























We're Sitting 
Pretty...Right 
Where We Are! : 


Couldn’t please us more—being among the 
top 10% of American life insurance com- 
panies. This gives us the advantage of per- 
spective and size: assets over 80 million 
dollars (makes us a factor in the investment 
market and gives us a desirable diversifica- 
tion of holdings); doing business in 22 states 
(gives us a safe distribution of risks); an 
operation that’s BIG enough te employ top- 
flight talent in the Home Office. 

Yet, we can see things on the level. No 
smug, lofty airs! We're close enough to earth 
to worry about policyholders’ and agents’ 
problems, to reach right out and offer a 





friendly hand. 
You bet—we like it where we are! 


GREAT-WEST LIFE 


ASSURANCE COMPANY 
HEAD OFFICE-WINNIPEG.CANADA 


AMERICAN UNITED LIFE INSURANCE COMPANY 
Home Office, Fall Creek Parkway at Meridian St. 
INDIANAPOLIS, INDIANA Inquirer Building Raymond Commerce Building 

Philadelphia Newark if 


A Billion Dollar Company Established 1891 
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FRIENDLY 
HOME-OFFICE 
COOPERATION 














$10.00 DISABILITY 


What everyone wants! Offered on Preferred 
Risk and Independence Guarantor Policies. 
Gives you an edge on competition. 








DIRECT MAIL 


Extensive -field-tested — direct mail help. Leads 
developed and preconditioned. Salesmen label 
it the “GOLDEN” Direct Mail Plan. 





UTORY PENSION 


Lifetime Guarantee 


U . . d 
of Renewal Income. mmissions an 


Bonus on any insuran 


in Am 
1 Most talked about plan in Am 
eee appeal to all prospects: bisa 
equally attractive «i ncome-boosting 


Write today for Details of the Agency Plan 
Inquiries held in strict confidence. 


The COLUMBUS MUTUAL 
LIFE INSURANCE COMPANY 


Columbus 16, Ohio 


CARL MITCHELTREE, Pres., BEN F. HADLEY, Spt. oJ Agencies 


les plans. [& 


AGENCY 
BUILDERS | 


Opportunities open in: California, Florida, 
Illinois, Indiana, lowa, Kansas, Kentucky, 
Maryland, Michigan, Ohio, Pennsylvania, 
Texas, Virginia, Washington, D. C., West 
Virginia, and North Carolina. 
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FOR MEN OF ABILITY 


. . » The above is one of the most used and most abused 
captions employed in advertising. But it is not mislead- 
ing when it is backed up by: 
*% A working contract that permits outstanding 
earnings. 
% Policies that stand out in value against 
any competition. 
*% A management philosophy that is based on 
the axiom that a company succeeds only 
when its agency force succeeds. 


% The most modern and effective selling aid 
program that can be devised. 


Our representatives are our best advertisements. Men 
of ability are achieving success with ANICO all over 
our territory . proving the point. 


You Can Grow With ANICO 


For information without obligation 
address ‘Executive Vice-President” 


AMERICAN NATIONAL 


warance Company 








ANICO Kepresenta- 
tives Are ANICO'S 






Best Advertisements 
They knew they have 
a contract second te 
none. 

They knew their poli- 
feaderes in 










OVER 2 BILLIONS OF LIFE INSURANCE IN FORCE 




















The Country’s Most Friendly 
Company Offers .. . 


% Modern and attractive agent’s and general agent's 
contracts to those looking for a permanent con- 
nection. 


% Complete line of Life Insurance policy contracts 
from birth to age 65 with full death benefit from 
age 0 on juvenile policy contracts. 


% Complete line of Accident and Health policy con- 
tracts with lifetime benefits. 


% Individual Family Hospitalization contracts with 
surgical, medical and nurse benefits. 


% Complete substandard facilities. 


Strong, Progressive Company 
Older than 85% of all legal reserve life 
insurance companies 


COMPANY’S EXPANSION PROGRAM 


Offers openings in California, Florida, Illinois, In- 
diana, Kansas, Michigan, Minnesota, Missouri, Ne- 
braska, New Jersey, North Dakota, Ohio and Wisconsin. 


NORTH AMERICAN LIFE 


INSURANCE COMPANY 
OF CHICAGO 


C. G. Ashbrook, 
Vice President—Director of Agencies 











North American Building, Chicago 3, Illinois 
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BASEBALL COMMISSIONER 


Cincinnati, ©. 


Epitor, THE SPECTATOR: 

It is not conceivable that any thinking person, in- 
terested in the welfare of his family and his own ecw- 
nomic security in old age, can fail to recognize the 
necessity for carrying on a program of life insurancr. 

Although I have made my own way entirely sin 
early youth, I bought my first life insurance polic) 





when little more than twenty years of age. I have 
consistently added to that first investment in insur- 
ance, and would heartily recommend that any young 
man arrange for a policy as soon as he is financially 
able to do so and carry as much insurance as his 
income will allow. 


A. B. Chandler 


Commissioner of Baseball 


PUBLISHERS 
Cleveland, 0 


Epitor, THE SPECTATOR: 

Cleveland’s Daily Legal News has no “axe to grind,” 
but the owner and three sons are very enthusiastic 
about the benefits of life insurance. 

Each of us owns an adequate amount and we cor- 
dially commend it to all our employees, also to our 
readers. 

Ralph C. Karlovec 
Ralph E. Karlovec 
Lucien B. Karlovec 
Robert V. Karlove« 
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BUSINESSMAN 


Grand Rapids, Mich. 


Epitor, THE SPECTATOR: 


Life insurance certainly satisfies 
a compelling need for every age 
group. 


The young man of 20 often takes 
out his first insurance with a vague 
feeling that the earlier he starts, the 
better. A few years later he adds to 
it for “protection” to his family. And 
when, finally, he gets to the stage of 
the “older executive” life insurance is 
frequently the only answer to the 
problem of estate taxes. 


in other words, the quest for se- 
curity is a strong urge which starts 
fairly early in life and life insurance 
is one of those things which means 
“all things to all people.” 


Hollis S. Baker 
President 


Baker Furniture Company 


PRESIDENT, U. S. OLYMPIC COMMITTEE 


Chicago, Ill. 


Epitor, THE SPECTATOR: 


My first life insurance was pur- 
chased over forty years ago, shortly 





© Blackstone 


A WORLDS RECORD ! 


Hall-a-Billion in ZU) Years... 


after I graduated from the University 


and started to work. Since then | 
have substantially increased the 


amount carried and from time to 
time have purchased large sums of 
term insurance in addition. 


Having paid all these premiums 
without any return one might con- 
sider this a poor investment. This 
would, however, be a most erroneous 
assumption. The assurance that loved 
ones will be cared for in the event of 
untimely death, .not to speak of the 
accumulated cash values, leave the 
possessor of a life insurance policy 
in a much better frame of mind to 
face the world. A life insurance pol- 
icy is one of the best assets a man can 
have. 


Avery Brundage 


President 


U. S. Olympic Committee 


Brokers and Salesmen — Using the Liberal 
Contracts, Underwriting Facilities and Sales 
Tools that mean Issued and Paid-for Business 
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LEGION COMMANDER 


Indianapolis, Indiana 


Epiror, THE SPECTATOR: 


From its inception The American 
Legion has been the foremost cham- 


pion of national security. But a 
nation is only as strong as its fam- 
ilies, and the family bond is strong- 
est when each member has a sense of 
personal security. 


Life insurance provides the same 
protection for the family that our 


THE MANUFACTURERS LIFE 


Offers 
Participating and Non-Participating Plans 
Standard and Sub-Standard Insurance 


% Low Rate Whole Life Plans 
% Double Family Income & to Age 65 


% Insurance on Selected Diabetics 


% Low Term Rates—Renewable & Convertible 


INSURANCE IN FORCE . 


% Older Ages—Select Lives to 75 
% Single Premiums up to $200,000 
% Foreign Travel and Residence 

% Special Juvenile & Mortgage Plans 


$1,185,000,000 


(Including Deferred Annuities) 


ASSETS 


378,000,000 


THE 


MANUFACTURERS 


INSURANCE 


HEAD OFFICE °® 


LIFE conrany 


TORONTO, 


CANADA 


























ASSETS 


INSURANCE IN FORCE 


Home Office: 





PERTINENT STATISTICS 


BENEFITS PAID SINCE 1902 


Aid Association for Lutherans 


Legal Reserve Fraternal Life Insurance 


Exclusively for Synodical Conference Lutherans 


Over $117,000,000 
Over $510,000,000 


Over $ 53,000,000 


APPLETON, WISCONSIN 


armed forces provide for the nation. 
Our armed services guard against an 
attack which may come, but life in- 
surance helps alleviate the suffering 
of a loss that is certain. 


The American Legion has con- 
sistently urged veterans of both 
World Wars to retain their govern- 
ment life insurance or to convert it 
or to reinstate it if they have permit- 
ted it to lapse. Almost two million 
veterans have reinstated that insur- 
ance. 


Erle Cocke, Jr. 


National Commander 
The American Legion 


SENATOR BRICKER 


Epiror, THE SPECTATOR: 


Insurance encourages every hus- 
band and father to provide for those 
dependent upon him. It fosters thrift 
during the productive years and pro- 
vides security when conditions re- 
quire it. It means self-respect. It sup- 
plants fear with faith. 


John W. Bricker 
U. S. Senator, Ohio 
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A Good Contract Builds a Good Future 


CLICO CONTRACTS 
are 
@ Fully Vested 
@ Highest First Year Commissions 
@ Life Time Service Fees 
@ Bonus 
plus 
@ Complete Line of Accident, Sickness and 
Hospitalization Policies 
Write to 
Thomas F. Daly II, Director of Agencies 


the CAPITOL LIFE 
INSURANCE COMPANY 


Clarence J. Daly, President 


HOME OFFICE os DENVER, COLORADO 
Established 1905 
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SERVICE WITH A PURPOSE 
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Thus INSTITUTION is dedicated to the service of hu- 
manity. Man’s basic interests are self-preservation and 
the well being of his family. Through knowledge and 
understanding of these hopes and ambitions we stand 
ever ready to aid him in the realization of these noble 


objectives. 
ale. 
THE WESTERN AND SOUTHERN LIFE INSURANCE COMPANY 
et Mutual Company 


CINCINNATI, OHIO 
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SENATOR WILEY 
Epiror, THE SPECTATOR: 


I have always been an advocate of 
life insurance. I believe every indi- 
vidual who has loved ones dependent 
upon him owes it to himself and to his 
loved ones and to the community to 
build a reservoir of savings and se- 
curity. Life insurance will do that 
very thing. It not only reinstates in 


practice the ancient virtue of thrift, 

but it pools the individual resources 

of a majority of the nation. 
Alexander Wiley 


United States Senatur 
from Wisconsin 


SENATOR WILLIS 


Angola, Indiana 

Epitor, THE SPECTATOR: 
The answer to the growing ten- 
dency of overloading the government 








of America with burdens never in- 
tended to be undertaken by a free 
people, is to urge upon our citizens 
security through private agencies. 
Sometime every person will realiz: 
that security through government in- 





stitutions is expensive, and limits the 
choice of the citizen in the day when 
he may be facing unforeseen prob- 
lems. 


Young people especially should be 
impressed with the fact that they can 
now provide security for the less pro- 
ductive years of their lives through 
investment at a time when rates are 
low and earnings are high. 


A well worked out plan of life in- 
surance is a “must” for every per- 
son interested in real security. 


Raymond E. Willis 


U. S. Senator from Indiana 
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In ACCIDENT 
and HEALTH 
PROTECTION 










Represénted only by full-time fieldmen 






INCOME DURING 
DISABILITY 


% World-wide protection and full 
coverage for both accident and 







sickness regardless of other insur- 














ance owned. 


% Income for hospital and 
nurse’s expenses to $750.00 a 







month—plus surgery benefits. 


%*& Life-time accident benefits and 
full monthly income for both con- 





fining and non-confining illness. 
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in a series of advertisements outlining advantages enjoyed b 
NUMBER THREE field underwriters of the Equitable Life of lowa 4 


EQUIPPED FOR 


SUCCESS 


Kiete associates of the Equitable Life of lowa are 





equipped for success. A direct mail system and a constructively 
developed range of promotional material provide effective 
pre-approach and prospecting assistance. Selling aids in the form 


of sales literature and proposal forms are available for point of sale 


use, while many and varied are the good-will and prestige-building 


items supplied for follow-up purposes. Of major importance among 
all Equitable of lowa sales aids is the KEY TO SECURITY service, a 


comprehensive programming plan of amazing effectiveness. 


HOUITABLE 
OF IOWA 


Founded in 1867 in Des Moines 
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west north 


GOVERNOR SMITH 


central 
states 














Jefferson City, Mo. 


Enitor, THE SPECTATOR: 


I think that life insurance is the best security there 
is for old age. Every young person should take out 
all of the life insurance he or she can possibly afford 
so as to insure a happy, comfortable existence, free 
from the fear of want, in the sunset of life. 


Forrest Smith 
Governor of Missouri 
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OUR EXPANSION PROGRAM 


has created 
some unusual 





AGENCY OPPORTUNITIES 


in 
ARIZONA, COLORADO, CALIFORNIA IOWA, WYOMING | 
KANSAS, TEXAS, MISSOURI NORTH & SOUTH DAKOTA 
OKLAHOMA, NEBRASKA NEW MEXICO, OREGON 
MINNESOTA, MONTANA WASHINGTON, NEVADA, IDAHO 


AND NOW LOUISIANA 


THE NATIONAL RESERVE LIFE INSURANCE COMPANY 


TOPEKA, KANSAS 
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GOVERNOR YOUNGDAHL 


St. Paul, Minnesota 


EpiTtor, THE SPECTATOR: 


I heartily recommend the purchase of life insurance. 
lt offers protection for our most cherished and funda- 
mental institution—the home. It is an excellent incen- 
tive to personal thrift. Especially do I urge that young 
people give careful consideration to the many benefits 
to be derived from policy ownership. From personal 
experience, I can say that life insurance adds much 
to family happiness and security. 


Luther W. Youngdahl 


Governor of Minnesota 


GOVERNOR PETERSON 





Lincoln, Neb. 

Epiror, THE SPECTATOR: 
The great bulk of life insurance is owned in this 
country by wage earners and people in quite moderate 


circumstances. To them it represents in a large part 
their life savings, their property. 

When measured by the good it does, it is the most 
satisfying property they own. 


Val Peterson 


Governor of Nebraska 





AGENCY 
mam SUCCESS 


SCHOOLS 


PRIZE 
WINNING 
SALES 
AIDS 


GENERAL 
AGENTS 
ADVISORY 
COUNCIL 


4-WAY 
INCOME 
PLAN 


—— 


WRITE 
HARRY S. McCONACHIE 


Vice-President 


f4hiitaalacn 
Mlutual lite 


INSURANCE COMPANY 


DES MOINES, IOWA 
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SENATOR KERR 





Epiror, THE SPECTATOR: 

As to the value of life insurance, it 
gives me pleasure to say that I know 
of no sounder investment available to 
the average man, whatever his voca- 
tion or profession, than a reasonable 
amount of life insurance, based on his 
ability to pay. 

Robert S. Kerr 


U. S. Senator, Oklahoma 


SENATOR THYE 


Epitor, THE SPECTATOR: 

I recognize the importance of life 
insurance, particularly for the young 
man who has not accumulated finan- 
cial security for his family. Insurance 
serves as a protection for the family 
and it also provides a means of sav- 
ing for the future. 


Edward J. Thye 


U. S. Senator, Minnesota 
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Fifty-Seventh Year of 
Dependable Service 


* The State Life Insurance Company 
has paid $170,000,000 to Policyowners 
and Beneficiaries since organization 
September 5, 1894 . . . The Company 
also holds over $75,000,000 in Assets 
for their benefit . . . Policies in force 
number 102,000 and Insurance in 
force is over $209,000,000 . . . The 
State Life offers General Agency 
Opportunities — with liberal contract, 
and up-to-date training and service 
facilities — for those qualified. 
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THE STATE LIFE 


INSURANCE COMPANY 
Indianapolis, Indiana 


A Murvat Lecat Reserve Company Founpep 1894 


COMMERCE OFFICIAL 


St. Louis, Mo. 
Epitor, THE SPECTATOR: family. 
Life insurance goes hand in hand 





with the American system of individ- 
ual initiative and enterprise for it 




















provides a means by which one 
through his own efforts may protect 
his economic future and that of his 


Scott R. DeKins 


Vice-President 
St. Louis Chamber of Commerce 


NEWSPAPER EDITOR 


Salina, Kan. 
Epitor, THE SPECTATOR: 

I am glad to testify to the value of 
life insurance. A life insurance policy 
is a great stabilizing influence in the 
economic and social life of our ceun- 
try and it affords security for the 
individual citizen and his family. 


Roy F. Bailey 


Editor and general manager 
The Salina Journal 




















| . are proud to have a part in 


a business which has as its objective 
the strengthening of the financial 
security of the American home and 


family. 


Over $90,000,000.00 paid to 
Policyholders and Beneficiaries 
since 1887. 


BANKERS LIFE INSURANCE COMPANY 


OF NEBRASKA 


LINCOLN 
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This is the season when employers think about extra end-of-year compensation 


for their employees. 


Would you like to help the many small employers in your field, their workers, 
their families and yourself? You can, by suggesting a unique plan of Employee Life 


insurance which will be of much interest to management and employees. 


Some call it Baby Group, but we simply call it Employee Plan I. You will find 
this Travelers plan of Employee Life insurance one of the most adaptable and 


saleable plans on the market today. There are many prospects for it. 


The Travelers has featured Employee Insurance for many years. Employers and 
employees alike appreciate the protection under this plan. You receive excellent 


commissions plus the remuneration from by-product business you develop. 


Call any Travelers Life office for complete information. We will prepare brief 


presentations for you to submit to your clients. 
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Have you a client who has 
less than 25 employees? 
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Pa 


SOUTH DAKOTA 


SENATOR MUNDT 


Epiror, THE SPECTATOR: 


Life insurance provides protection 
for loved ones during the productive 
years and safeguards the home in old 
age by securing the bereft against 
misfortune. As a means of invest- 


ment, it encourages thrift. 


Karl E. Mundt 
U. S. Senator. South Dakota 


VETERANS’ CHIEF 
Kansas City, Mo. 


Epiror, THE SPECTATOR: 


In my opinion, life insurance is a 
basic necessity for any type of eco- 


nomic security combining security 
and savings and is the most advan- 
tageous way of building an estate. 


Charles C. Ralls 


Commander-in-Chief, 
Veterans of Foreign Wars 





MISSOURI 
SPORTS EDITOR 
St. Louis, Mo. 


Epiror, THE SPECTATOR: 


I regard life insurance as the pru- 
dent man’s investment in future eco- 
nomic security for his family and 
himself and, equally important, an 
assurance of peace of mind. 


J. G. Taylor Spink 


General Manager 
The Sporting News 






KANSAS 
ALFRED M. LANDON 


Epiror, THE SPECTATOR: 


Life insurance has played a promi- 
nent part in the growth of modern 
finance and in the country’s genera! 
development. Many small savings 
have been and are being accumulated 
through life insurance organizations 
to take their part in financing im- 
portant enterprises and in protecting 
persons needing life insurance pro- 
tection. The faithful and honest per- 


formance of life insurance services 
in the line of investments and in 
offering protection where it is needed 


means much to the country’s stability 
and to family security. 


Alfred M. Landon 
Former Presidential 


Candidate 





OHIO 





COLORADO 


RESERVE LIFE writes all standard policy forms, 
plus special forms such as Retirement Income, 
Juvenile Education, Home Security, Monthly In- 
come disability, etc. Both Participating and Non- 
Participating policy forms (except for term insur- 





GENERAL AGENCY OPENINGS IN 


NEVADA 


cent mortality. 


Life Agencies. 


RESERVE LIFE 


INSURANCE COMPANY 
DALLAS, TEXAS 


HOME OFFICE: 


MONTANA 


ance and miscellaneous endowments). 
non-medical limits—$7,500 up to and including 
age 40. Sub-standard facilities up to 600 per 


If you're looking for a general agency connection 
with a fast-growing, aggressive Company that 
plans its policies for the man in the field, write 
to S. J. Gilbert, Vice President and Director of 


UTAH 


Liberal 
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GOVERNOR McMATH 








Little Rock, Ark. 
Epitor, THE SPECTATOR: 

I have seen life insurance dollars at work and I 
know their value . . . dollars which comfort, which 
provide the necessities of life, which educate children. 
I have seen other families unnecessarily distressed . . . 
hungry, ill-clothed . . . and mothers with that inevitable 
look of hopelessness . . . all of which life insurance 
might have avoided. I am thankful that life insurance 
dollars are giving new hope to the widows and chil- 
dren, the mothers and fathers of the men in my bat- 
talion we lost on Bougainville. It makes my visits 
with them easier, and each visit always prompts a 
silent prayer on my part that I insisted every man 
own life insurance. Obviously, there are no reserva- 
tions in my endorsement of life insurance. 


Sid McMath 


Governor of Arkansas 
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GOVERNOR LONG 


Baton Rouge, La. 
Epiror, THE SPECTATOR: 

Life insurance is one of the great- 
est institutions of modern civilization. 
It offers the right-minded citizen the 
great satisfaction of knowing that to 
his family the sorrow of death need 
not be attended by the added sorrow 
of privation. 


Earl K. Long 


Governor of Louisiana 


PUBLISHER 
New Orleans, La. 
Epiror, THE SPECTATOR: 

I applied for my first life insurance 
policy when I was a 16-year-old news- 
paper carrier. It probably was one 
of the wisest things I ever did. 

Since that time, of course, I have 
applied for and have been written 
many other policies. With the coun- 
sel of underwriters whom I know to 
be honorable men, I have tried to 
assure my family and myself adequate 
protection. I say myself because my 
most recent applications have been 
for annuities. 

Having this protection has given 
me a feeling of security which I do 
not believe I could achieve in any 
other way. 

George W. Healy, Jr. 
Vice-President 

The Times-Picayune Publishing 
Company 


CHAIN-STORE HEAD 
Lubbock, Texas 


EpITOR OF THE SPECTATOR: 


Under present conditions in the 
business world, we can not help being 
disturbed about the hazards the fu- 
ture may bring. Through the medi- 
um of life insurance I am trying to 
protect my family and business 
against the chance of an untimely 
death, and through some of my 
policies to build a substantial cash 
reserve for the benefit of the business 
and for retirement. 

In our organization we encourage 
our employees and associates to buy 
life insurance, and we are pleased in- 
deed with the opportunity to add our 
endorsement to this great institution 
that has done so much for the people 
in this country of ours. 

Roy Furr 


President 
Furr’s Super Markets, Inc. 


INVESTOR 
Childress, Texas 


Epiror, THE SPECTATOR: 

There is no better way to protect 
an estate against increased liabilities 
of estate and inheritance taxes than 
through an adequate life insurance 
program. 


E. Gene Smith 


Investments and ranching 





FORTY-FIVE YEARS 
OF SERVING HUMAN NEEDS 


Life Insurance in force $230,000,000 








George Albert Smith, Pres. 








Salt Lake City, Utah 





LAW EDUCATOR 
New Orleans, La 


Epiror, THE SPECTATOR: 


The savings and retirement scheme 
under which I have been working 
since early manhood is based almosi 
solely on insurance and annuity prin- 





ciples. In this way I have been able 
to provide security for my family as 
I have gone along, and there is every 
assurance that I shall have the means 
of retirement in reasonable comfort 
at the end of the road. 


Paul Brosman 
Dean, College of Law 
Tulane University 


_<—__f{—-———— 
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A Good Contract Builds a Good Future 


CLICO CONTRACTS 
are 
@ Fully Vested 
@ Highest First Year Commissions 
@ Life Time Service Fees 
@ Bonus 
plus 
@ Complete Line of Accident, Sickness and 
Hospitalization Policies 
Write to 
Thomas F. Daly II, Director of Agencies 


the CAPITOL LIFE 
INSURANCE COMPANY 


Clarence J. Daly, President 
HOME OFFICE — DENVER, COLORAD( 





Established 1905 


—_ 
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ca STRENGTH ... 


rin- 


PROGRESSIVENESS . . . 
SECURITY ... 


For millions of Americans, life is at once the cornerstone 
and the keystone of financial independence. It alone 
offers persons of all income levels the means to estab- 
lish, according to their individual needs, their own 


freedom from financial want. 


ible 
as To provide this guarantee of economic security requires 


ery 
ans 
fort 


the sound strength which can be acquired only under 
- the competitive enterprise system. The progressiveness 
tay . . . . : 
ity of life insurance companies, operating under this system, 
has developed the protective mantle of life insurance to 


cover every financial need for those who die too young 


and those who live too long. 





mame 6GREAT SOUTHERN 








INSURANCE COMPANY 


D« HOME OFFICE HOUSTON 1. TEXAS 
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is God’s best gift to man. To respond 
to its challenge through the purchase 


> . ° F R 
mountain states nanan 


Edwin C. Johnson 
U. S. Senator from Colorado 
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UTAH’S GOVERNOR LEE at a difficult and trying time in their 


Epitor, THE SPECTATOR: lives. 
ti : J. Bracken Lee U. S. SENATOR 
Life insurance has long since be- Governor of Utah a 
come an economic institution in our * 2 
country—the buffer against privation Epiror, THE SPECTATOR: Epiror, THE SPECTATOR: 
and a boon to those needing it most The human instinct to crave security Life insurance has become an inte- 


gral part of the American way of life. 
It protects while we save and what we 
save. 


a 


During the present emergency and 
during the reconstruction period 


2™ IN every three Occidental 
Group insurance sales is gift insur- 
ance and a high percentage of these 
cases go in force at Christmas. 

That’s what makes Occidental’s new 
“10-Plus” package plan of Group 
hospital and surgical benefits for 
cases as small as 10 lives so timely. 
It brings a needed new coverage to a 
little worked market at the moment 
when Christmas gift Group has its 





greatest appeal. A pocket-size sales 
kit provides complete material to ahead it will become a great economic 


open, close and install “10-Plus” sales. 


. : stabilizer and will assist millions of 
Yes, it’s about the time of year when 


. ° ° ati un- 
Occidental agents will be making our citizens to face the future 


extra Christmas commissions with afraid. 
“10-Plus ”, Lester C. Hunt 


U. S. Senator from Wyoming 
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Life é@ A Good Contract Builds a Good Future 


INSURANCE COMPANY of CALIFORNIA CLICO CONTRACTS 


V. H. JENKINS, Senior Vice President ore 
@ Fully Vested 


@ Highest First Year Commissions 
@ Life Time Service Fees 
“WE PAY AGENTS LIFETIME RENEWALS...THEY LAST AS LONG AS YOU DO” 2 — 
plus 
@ Complete Line of Accident, Sickness and 
Hospitalization Policies 
Write to 
Thomas F. Daly !!, Director of Agencies X 


the CAPITOL LIFE 
INSURANCE COMPANY 


Clarence J. Daly, President 


HOME OFFICE — DENVER, COLORADO 
Established 1905 
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OREGON’S GOVERNOR McKAY 


Salem, Oregon 
Epitor, THE SPECTATOR: 


It is impossible to estimate the number of men and 
women who have achieved outstanding service or suc- 
cess because a backlog of insurance was available 
when opportunity came. To many it has provided the 
first opportunity to establish a business of their own. 


Insurance is so closely interwoven in the fabric of 
our economy that we are inclined to think of it in 
terms of its national importance. Its greatest im- 
portance, however, remains the security and opportu- 
nity it affords the individual and the American home. 


Douglas McKay 


Governor of Oregon 
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OUR BEST REFERENCE: OUR AGENTS... “Seay 


IF YOU WANT THE TRUTH, ask the man who’s been there. Many of our agents made their 






mark before they elected to come with Western Life. They'll tell you why they’ve 






stayed—and why Western’s agent turnover is one of the smallest in the business. 






Western believes a man’s personal initiative should be justly rewarded—Western 






compensation is considerable above average. Western believes its agents should be 






well informed and up-to-date—Western agents participate regularly in nationally rec- 
ognized training courses—LUTC, LIMS, IIM, R&R, and CLU. Western believes in 


recognition and promotion. If your personal paid business is $150,000 a year or more, 








it may pay you handsomely to inquire about a career opportunity with Western Life. 






You might qualify for one of our openings as a personal producing general agent. 






R. B. RICHARDSON, Pres. + LEE CANNON, Agency Vice-Pres. 
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‘J Serving the insurance needs 
of the West since 1910 


Assets Over $38,000,000 2... “Ue. ada 
Rebate 
Insurance In Force $176,000,000 “ 
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SENATOR CAIN 
Tacoma, Wash. 


Epitor, THE SPECTATOR: 

Life insurance was designed to 
make any sudden change bearable 
and to minimize suffering, and the 
individual who fails to provide for 
his complete needs is taking an un- 
warranted chance with his future 
and is likely to subject those whom 
he most admires and loves to bitter- 
ness, unhappiness and needless hard- 
ship. 

Harry P. Cain 


U. S. Senator from 
Washington 


MOVIE CZAR 
Spokane, Wash. 


Epitor, THE SPECTATOR: 

Life insurance is one of the great- 
est developments that the genius of 
man has contrived for the security 
of the individual citizen and his fam- 


ily. The enormous development of 
life insurance in America now com- 
prising more than 66,000,000 indi- 
vidual policyholders and representing 
about 70 per cent of the life insurance 
in the entire world is identical with 
our free enterprise system and the 
American way of life. It is synony- 
mous with good citizenship because 
every policy of life insurance is a 
goal for the attainment of individual 
security and economic freedom and 
a plan for the attainment of that goal. 


To the great companies and organ- 
izations that constitute the institution 
of the life insurance is due credit for 
their immense contribution to the 
economic development and stability 
of the United States. Not only have 
they made it possible for the indi- 
vidual to build an estate for the pro- 
tection of his family; but also 
through the sound management of the 
billions of dollars entrusted to their 
care, their loans to the Federal Gov- 
ernment, to states and municipalities, 
utilities and home owners, are largely 


responsible for the amazing develop. 
ment of America’s resources and the 
attainment of the Nation’s outstand- 
ing position. 


Eric A. Johnston 


President, Motion Picture Ass’n ' 


GOVERNOR WARREN 


Sacramento, Calif, 


Epitor, THE SPECTATOR: 

As governor of a State which is 
recognized as the insurance center of 
the West, and as one who is a firm 
believer in the value of the protec- 


tion that comes‘to the man or family # 


from life insurance, I consider insur- 
ance to be important both to the in- 
dividual and to our economy. 

The men whose responsibility it is 
to interpret for, and advise policy- 
holders, have a means of materially 
advancing both individual security 
and public welfare. 


Earl Warren 


Governor of California 








Cece | ek ie 
A) Bb uke’ Z 


Tha] 


sae Renee Ses Seer Seer Sores 





CALIFORNIA-WESTERN STATES LIFE INSURANCE COMPANY 
“78 Company of CAREER Underwriters” 
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